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mo America Fore 
ompanies Issue 
Mid-Year Reports 


Hinental Shows Total Admitted 
ts of $187,554,330; Net 
Premiums, $31,042,301 


UNDERWRITING LOSSES 


y-Phenix Has Total Admiited 
ts of $154,371,566; Net 
Writings, $24,939,996 
Continental Insurance Co. and 
Fidelity-Phenix Fire Insurance Co. 
New York, the two principal com- 
in the America Fore Group, have 
sd their semi-annual reports to 
holders. This marks the one hun- 
and ninety-first semi-annual state- 
# for the Continental. 
ntinental’s statement shows total 
itted assets of $187,554,330 and 
holders’ surplus of $117,842,926. 
ftized values are given on amortiz- 
bonds, market values on other 
s and stocks. If actual market quo- 
ns had been used on all bonds, total 
litted assets would be $187,593,236 and 
fyholders’ surplus would be $117,- 
52. 
income and profit and loss ac- 
mt for the six months ended June 30, 
f shows premiums written of $31,042, 
Fincrease in unearned premium re- 
$5,236,529. Premiums earned in 
six months’ period were $25,805,771; 
s, $15,676,180, and expenses, $11,233,- 
bgiving an underwriting loss of $1, 
R6. 
tt investment income was $2,897,159. 
surplus as of June 30, 1948, market 
lations, was $97,881, 832, as compared 
Inet surplus as of December 31, 1947. 
et quotations, of $88,976,098. 
Fidelity-Phenix Report 


delity-Phenix shows total admitted 
is, amortized value on amortizable 
fs, market values on other bonds 
Estocks, of $154,371,566, and pclicy- 
rs’ surplus of $97,289,309. 
felity-Phenix wrote premiums of 
69.996 during the six months’ pe- 
; increase in unearned premium re- 
, $3,644,345; premiums earned, $21,- 
1; losses amounted to $13,008,697; 
Inses, $9,039,419, underwriting loss, 
+00. 

t investment income was $2,307,140. 
surplus as of June 30, 1948, market 
lations, was $82,245, 279, compared 
new surplus as of December 31, 
market quotations, of $74,686,478. 
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Werttwhile tings Deserve The Best in Protection 
UNISON 


Each man of the crew 
pulls together in unison— 
mind and body bent in 
common effort. Here is the 
essence of teamwork. 


With company and agency 
working together, we offer 
the public the best in 
protection. 


Jee tHe London & Lancashire 


THE / 
LONDON & 
ey GROUP 
cRrouP THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. © ORIENT INSURANCE COM- 
= PANY @ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK e STANDARD MARINE INSURANCE COMPANY, LTD, 
(Fire Deparment) + LONDON & LANCASHIRE INDEMNITY COMPANY Of AMERICA 

















Back of a Menu... 


Three of our underwriters were traveling from Philadelphia 
to Florida to attend the Company convention. William B. Snyder, 
one of these three men from the Reese Agency, while waiting to 
get a table for three, saw a young man also waiting and he invited 
this stranger to join the three at a table. Mr. Snyder says: 


“The course of the conversation was along general lines except 
that we got to talking of whom we worked for, where we were 
going and why. The young man explained that he was an account- 
ant on his way to analyze a tobacco account.” When he expressed 
a mild interest in life insurance Mr. Snyder explained the life line 


story on the back of the menu. 


He asked questions. Upon returning from the convention Mr. 
Snyder wrote the accountant, forwarding a complete analysis of 
the plan they had discussed. About five weeks later the accountant 
wrote “After thinking over the program well over a month I have 
decided to apply for'the policy outlined in the brief and would 
appreciate it if you would send the various papers to me at this 
address.” He sent in his check for the first premium on a $6,000 
Retirement Income. 


al 
THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 











Northwestern Mutual 
Shows Human Side of 
Insurance Functions 


Dramatize for “Agents Association 
Meeting Fact That “the Com- 
pany is People”’ 


SEE ROLE OF HOME OFFICE 


President Fitzgerald Tells Field 
Leaders of Many Sided 
Company Relationships 


By CrLarence AxMAN 

Milwaukee, July 27—For sixty-eight 
years the Northwestern Mutual’s Asso- 
ciation of Agents has been holding con- 
ventions in Milwaukee and the meetings 
this year, which began Monday, were 
held in a particularly optimistic mood 
as the company for the first six months 
of 1948 showed an increase of $171,000,- 
000 of insurance in force. Opening ses- 
sions. were held in a large theatre, every 
seat in the orchestra being taken. 

The opening feature was a stirring 
performance of a life insurance drama 
written by Laflin C. Jones, assistant 
director of agencies, called “The Ordeal 
of Richard Roe.” The play, acted by a 
large cast, demonstrated how life insur- 
ance with its very personal relationship 
successfully carries out a security plan 
for a wife and children as contrasted 
with the impersonal machinery of the 
law in event the father and husband 
dies without a will. 


President Fitzgerald Shows Company 
Is People 

At the conclusion of the drama Presi- 
dent Edmund Fitzgerald appeared. In- 
stead of discussing world affairs, the 
Marshall Plan, the economic status of 
the nation, he based his talk on the 
drama the audience had just witnessed. 

In former years there had been at the 
opening session a report from the man- 
agement of the company in which pro- 
duction matters were emphasized. Mr. 
Fitzgerald said that management not 
only deals with production methods, but 
with the relationships with people, the 
human element. He said he would take 
for his theme the fact that the company 
is people. He added that he would fol- 
low the route taken by the Richard Roe 
application through the home office and 
it would be highlighted by appearance 
in stage scenes of some home office 
representatives who would typify the 
operations. 

Mr. Fitzgerald began with the appear- 
ance in the mail room of the Roe appli- 
cation, where it is picked up by a girl 
messenger. The backstage curtains 
lifted, ‘and an 18-year-old-girl, Mary 
Lamb, appeared and told about the new 


(Continued on Page 3) 
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Grant Hill Tells of Lush Markets 


three-day meeting of 
Northwestern Mutual’s Association of 
Agents was a_ talk on “Your Success 
Formula” by Grant L. Hill, vice presi- 
dent and director of agencies. In a 
thought provoking message, he urged the 


Closing the 


agents to capitalize on the many won- 
derful ideas they have gained from the 
annual meeting sessions and to make 
this the fourth successive bumper sales 


year. 
He cited the fact that the previous 
month was the largest for issued busi- 


ness of any June in the company’s his- 


tory and gave this as evidence that there 
is still a lot of quality business than can 
he sold. He also emphasized this with 


the statement that the Northwestern’s 


paid production for the past three 
months has been ahead of the corre- 
sponding months of last year by from 
13% to 24%. 

Mr. Hill stated that any career agent 


can exceed his last year’s production if 
he “will do an intelligent job of pros- 
pecting and follow-through.” He quoted 
figures that in the farm field seven of 
every 10 farms are now free of mort- 
gage and that statistics show that farm 
families last year, although represent- 
ing less than 20% of the total population, 
saved more money than the other 80% 
of the people. He then pointed out the 
numerous prospects for insurance sales 
in the present urban market. 


Closing talk Mr. Hill 





his made a 


lush times 
to make cer- 
is efficient in each phase 


strong appeal that in these 
agent check carefully 
that he 


each 
tain 





GRANT L. HILL 


ot his operations—servicing—prospecting 
—selling—so that he can continue to 
pay for a high level of business in the 
period ahead. 


Dramatize Company As People 


(Continued from Page 1) 


girls who come into the company. She 
was one of the 150 who had entered its 
service during the year. All are high 
school graduates and stood near the top 
of their Her reason for want- 
ing to join the company was that her 
brother and father had worked there. 
The application of Roe contained an 
endorsement of previous policies which 
so modified the options and beneficiary 
designation that the proceeds will qualify 
for the new marital os a The pol- 
had a policy loan which had only 
recently been repaid. The company liad 
to determine the exact status of the 
policy. This led Mr. Fitzgerald to in- 
troduce to the audience Paul Deglar, a 
clerk in the policy loan department, who 
told how that department operates. The 
policy loan account now is $80,000,000, 
whereas in the ’30’s it was $300,000,000 
The next move in the Richard Roe 
application after reaching the home of- 
hice was to get back to the applicant’s 


classes. 


tax problem. Joe Kavanaugh, super- 
visor of the claim division, was next to 
lace the audience. Any change in settle- 


ment practice is eventually administered 
by settlement division of claim depart- 
ment. He explained the option account. 
There followed a discussion of a phase 
ff Roe’s problem which constituted an 
important policy matter that was clearly 


me for study by higher management. 
It would come before the legal depart 
ment. 


Next introduced was Stanley Jacobson 
t that department. He explained the 
lepartment’s modus operandi w:th such 
‘ases as Roe’s coming to its attention. 


Show Insurance and Agency Committee 


Others appearing to illustrate points 
made by President Fitzgerald as he dis 
tussed what happened to applications 


when interesting problems came up was 
the entire insurance and agency com- 
mittee. They were shown in session con- 
‘dering the marital deduction question 


of Richard Roe. Among those on the 
committee are chief vice president, gen- 
eral counsel, medical director, actuary, 
agencies vice president, head of home 
office underwriting and superintendent 
of claims. 


Among others making their appear- 
ance on the stage and short explana 
tory talks during Mr. Fitzgerald’s ap- 


(Continued on Page 13) 





Swanstrom Dinner Chairman 

Milwaukee, 28—Gerald M. Swan- 
strom, Northwestern 
Mutual, the dinner of 
the company’s Association of Agents 
held Tuesday night at Milwaukee Civic 
Auditorium. He stressed the important 
role of agents in helping Americans 
maintain the system of living which 
makes possible for the American people 
to have so great a measue of freedom, 
liberty and security. : 

Among those at the head table were 
the company’s trustees. Seated at one 
table were members of the Association’s 
standing committee all of whom were in 
troduced by Chairman Swanstrom and 
one of whom is Dave Fluegelman, retir- 
ing president of Northwestern Mutual 
CLU and also past president of New York 
State Association of Life Underwriters. 

Grant L. Hill, vice president and di 
rector of agencies, presented the honor 
awards given field men and in the en- 
tertainment following the dinner there 
was singing by Plyna Stoska of Metro- 
politan Opera Co. 


Pratt Heads ‘Company CLU 

Milwaukee, July 28—Wilbur S. Pratt 
of the Glenn Dorr Agency, Hartford, 
succeeds Dave Fluegelman of New York, 
as president of Northwestern Mutual 
CLU. 


July 
general counsel, 
was chairman of 


Northwestern Mutual Agents Meeting in Milwaukee 


Fabian Bachrach 


EDMUND FITZGERALD 


Northwestern Mutual Life 
Honors Its Big Producers 


One of the outstanding features of the 
annual meeting of Northwestern Mutual 
Association of Agents in Milwaukee last 
week was the honoring of the sixty-eight 


anaes currently under contract who 

ave each paid for $10 million or more 
of life insurance ia the company. In 
presenting the veterans present, Grant 
L. Hill, vice president and director ot 
agencies, brought out that these “multi- 
millionaires” have collectively paid for 


than $931 million of Northwestern 


nore 
insurance for an average of $13% million 
per agent and a mail of $12 million. 


He also presented the interesting fact 
that the youngest of these men started 
as an agent with Northwestern Mutual 
t the age of 17 years; also that the av- 
erage at the time of their first North- 
vestern contract was 28. The present 
age of the youngest member of this 
honor group is 40, and the oldest 86. 

After extolling their tremendous con- 
tribution to the families of America, the 
insurance industry and the Northwestern 
Mutual, Mr. Hill then presented Norman 
R. Hill, special agent of Seattle (no rela- 
tion) who had been asked to respond for 
the entire group. His was a thrilling 
message, replete with sound advice espe- 
cially for the new agents. The combina- 
tion of his tremendous enthusiasm for 
the business and his boundless energy 
devoted to selling, left no doubt as to 
why and how he had personally paid for 
$25 million in the Northwestern 

Among other things Norman Hill ad- 
vised his fellow agents to plow back 
their earnings in their own business, 
rather than risk it in the other fellow’s 
business. He has qualified again this 
vear in the Million Dollar Round Table. 


“The New America.” 


Life magazine’s -dramatic picturama, 
“The New America,” was presented 
Tuesday morning through a new inven- 
tion developed by the magazine to show 
America’s economy, people, resources, 
obligations and opportunities, its tradi- 
tions and spirit. The appraising look at 
America through the cameras of Life, 
attempts to express sg kind of people 
we are, what kind of a nation we can 
be and, perhaps more important, what 
are the responsibilities of each of us as 
citizens if we are to reach the great 
goals attainable to this free nation. 





Northwestern Mutual’s 
Six Months’ Business 


HIGHER INTEREST RATE SEEN 
President Fitzgerald Reports $242,000,000 
New Business; Had Largest June 
in Company’s History 
With a satisfactory volume of new 
business, Northwestern Mutual Life 
closed the first six months of 1948 witl 
an increase of $171 million of insurance 
in force. Edmund Fitzgerald, president, 
also reported to the annual meeting of 
the board of trustees at the home office 


here that as of June 30 insurance in 
force totaled $5,577,584,837 on 1,323,587 
policies, and total assets increased to 


$219,683,212 
Investment Trends 

Commenting on the investment situ: 
tion, Mr. Fitzgerald said interest on 
new bond purchases in the six months 
was at a rate of 3.22%, compared with 
3.01% for the same period in 1947. It is 
apparent that interest rates on new in- 
vestments and interest earned on the 
total investments of life insurance com- 
panies have not only stabilized but show 
some improvement. However, the re- 
covery in the interest earnings of life 
insurance companies will be slow. The 
annual increase in assets which furnishes 
most of the funds for new investments 
is only about 8% of the total assets of 
the life companies and the change in 
rates has not been very ieianiial 

Total bond investments as of Tune 30 
were $1,771,392,941. The preferred stock 
account increased to $52,179,693. New 
mortgage loans in the amount of $41 
million, principally in the residence loan 
field, were made during the period. The 
mortgage loan account now totals $216,- 
151,062. Further purchases of income 
producing real estate for investment 
brought the amount to $29,571,855. Total 
real estate owned, including land con- 
tracts on property sold and home office 
property, totaled $36,427,564. 

Financial Operations 

Many expenses of operation continued 
to increase in life insurance as in other 
industries, but the rate of acceleration 
shows some sign of decreasing. Dis- 
bursements of Northwestern Mutual dur- 


ing the first half totaled $98,077,007. and 
included taxes of $2,885,150: dividends 
to policyholders, $21,262,144, and death 


benefits, $29,765,399. All payments t 
policyholders and_ beneficiaries were 


$64,675,016, and other disbursements of 


$15,641,702 were made from funds left 
with the company under income plans 
Total income was $167,798,407. consist- 
ing principally of $108,294,627 in pre- 
miums, and $34,422,903 in interest and 
other earnings on investments 


Underwriting Situation 





New insurance paid for totaled $228,- 
201,467, while reinstatements and_pur- 
chases through dividends increased that 
total to $241,845.926. Sales the last 
three months have shown _ increases 
ranging from 13% to 24%. June issued 


business was the fargest = the 
in the history of the company. 
Mortality among Nor th western policy y- 


month 


holders during the first half of 1948 
tontionsd at the low level established in 
1947, which was the best in the com- 
pany’s history. Analysis of the causes 


of death indicate a continued increase 
in the number of deaths caused by dis- 
eases of the heart, blood vessels and 
kidneys, which accounted for over 60% 
of the deaths in the first six months 
Decreases were nofed in all other causes, 
particularly in infectious and general 
diseases, which caused 20% of the deaths 
during 1947 but decreased to 17.2% in the 
first half of 1948. 


(Continued Page 4) 
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Krueger On Programming Essentials 


Harry L. Krueger of Krueger & 
Davidson, general agents, Northwestern 
Mutual, New York, discussed program- 
ming of life insurance at the company’s 
Association of Agents’ meeting in Mil- 
He said that future 
generations of life insurance benefici- 
aries will judge the efficiency of this 
not 


waukee this week. 


generation’s insurance producers 
only by their selling techniques as indi- 
cated by the amount of insurance in 
force, but by their conscientious attitude 
and by their technical ability approxi- 
mately to arrange for the disposition of 
that life insurance. He said that the more 
uncertain the financial, economic and po- 
litical situation becomes the more valu- 
able and essential are the settlement op- 
tions and their application to individual 


situations. 


The basic essentials which must be 
taken into consideration in the arrange- 
ment of a complete program are a 


clean-up fund, a mortgage fund, a read- 
justment fund, income during the criti- 
cal family years, educational fund, an 
emergency fund, a life income to the wife 
after the critical family years, and addi- 
tional funds for special and charitable re- 
quests. Most often the program, when 
broken down into its component parts, 


How H. 


Speaking before the Tuesday after- 
noon session of Northwestern Mutual’s 
Association of Agents meeting at Mil- 
H. J. Stoltz, of Normal, IIl., 
for 101%4 lives, described a 
streamlined presentation 
in obtaining the bulk of 
Coming into life under- 
writing full time four years ago, Mr. 
Stoltz told what he did to complete his 
second year in the Million Dollar Round 
Table. His talk discussed the develop- 


ment and 


waukee, 
who paid 
simplified and 
which he used 
his production. 


use of a model letter which 
he uses to enable his secretary to write 
the letter that accompanies planned in- 
come presentations and which has been 
highly satisfactory from the standpoint 
of time economy. He revealed that he 
has gone to great length to systematize 
his activities, particularly with reference 
to the planned income technique. Be- 
effective in the last 
quarter of his Round Table year, helping 
to accomplish what seemed to be impos- 
sible, he plans to really give the idea 
a workout during the present agent’s 
year. Mr. Stoltz has set for his goal 
twelve selling calls weekly—four planned 
incomes and eight model savings plans. 
He expects this should double his pro- 
duction since he knows so many people 
in his territory that prospecting has 
never been a problem at all. 

“We seem to be able to write insur- 
ance a great deal faster than we can 
complete the programs and get them 
back into our client’s hands,” he told the 
meeting. “The organization is not yet 
complete but we are going to keep try- 
ing. Our heritage in America is the 
highest standard of living ever experi- 
enced by any people, any time, any- 
where. A gradual but complete change 
in our economy makes it necessary for 
a man to create immediately from 


cause it was so 


presents no difficulty at all. But in the 
unusual situation, complications can arise. 
Place of Small Policies 

Giving a few thoughts in coordinating 
the life insurance, Mr. Krueger suggest- 
ed having small policies payable in one 
sum for clean-up purposes. When using 
the installment amount option, have a 
proportion of the monthly payment paid 
from each of a group of policies, rather 
than have one follow the other. Policy 
loans, lapses may otherwise destroy con- 


tinuity. Use the older policies for an- 
nuity option, since they have a better 
guarantee. 


He cited as fundamental rules to have 
first needs first; have arrangement of 
income too flexible rather than too in- 
flexible; think through the contingen- 
cies; remember, that payees do not al- 
ways die in the order of their designa- 
tion; guide the insured. 

“As the job of programming is made 
more difficult by recent developments, it 
means that we must exercise greater 
care and attention to the whole business 
to the end that there shall be substituted 
for tools with which to work more ex- 
pert craftsmanship on the part of the 
worker. It is necessary for us to exer- 
cise eternal vigilance to suggest appro- 
priate alterations when changes become 
necessary. We can best discharge our 
obligation as properly trained insurance 
salesmen in the economic scheme by in- 
telligent service in the realm of pro- 
gramming. By doing so we make this 
obligation a rare opportunity.” 


J. Stoltz Paid For 101% Lives 


$20,000 to $100,000 of capital if he is to 
provide for his loved ones. That’s where 
you and J, as life underwriters, fit into 
the picture. Our product is the only 
way a man can be sure of creating the 
necessary capital in time to shield his 
family against his premature death; if 
he lives to old age, our product repre- 
sents his last great hope for financial 
independence. Any success I _ have 
achieved in this great business of life 
insurance is because I am _ convinced 
that it is the best, if not the only an- 
swer to man’s security problems. 

“To make sure that I would carry this 
message to a large number of people in 
my community, my wife, my secretary 
and myself in May of 1946 set as a goal 
membership in the 1947 Million Dollar 
Round Table. When May, 1947, rolled 
around, we had obtained our objective. 
‘We’ is the correct word, for without 


(Continued on Page 23) 





Six Months’ Business 


(Continued from Page 3) 


Despite the high level of new busi- 
ness, evidence that inflation is creating 
problems for the thrifty is manifest in 
life insurance as well as in other busi- 
nesses. Policy loans have _ increased 
slightly. Surrenders and lapses were at 
the still very favorable annual rate of 
1.32% of the insurance in force at the 
beginning of the year, and are well below 
pre-war figures; the first six months of 
this year being less than half that of 
the same period in 1940, 


Officers and Trustees Re-elected 


President Edmund _ Fitzgerald and 
other executive officers of the North- 
western Mutual were reelected by the 
board of trustees, as were members of 
the executive and finance committees. 
Previously the policyholders had _ re- 
elected nine trustees. 






—————__ 


1,127 Qualify For Production Clubs 


Many outstanding records were made 
by agents of the Northwestern Mutual 
Life Insurance Co., Milwaukee, during 
the 1947-1948 Agents’ Year, with 1,127 
qualifying for the nine Production Clubs 
and a large number setting new marks 
as Honor Award winners. 


In presenting certificates and awards 
at the sixty-eighth annual meeting of 
the Northwestern Mutual Association of 
Agents in Milwaukee, July 26-28, Grant 
L. Hill, vice president and director of 
agencies of the company, pointed to the 
tremendous production of $425,273,170 
during the agents’ year as the second 
largest in the company’s 91-year-old his- 
tory. It was 32% ahead of the average 
of the previous five agents’ years, and 
105% ahead of the 1940-1941 
agents’ year. 

Leading Producers Cited 

Topping all the 
amount of business was A. J. Ostheimer, 
III, Philadelphia, Finkbiner agency, with 
$5,434,877, a company record. Also leader 
last year, he has averaged more than 


pre-war 


agents in gross 


$2,550,000 of business in the Northweg. 
ern the past seven years. 

Winner of the “AA” prize for th 
largest net production was Joseph Bly. 
menthal, Boston, Momsen agency, with 
$1,966,000. He was runner-up in 1946, 

The special “XX” award and the 19 
presidency of the Marathon Club fo 
the largest net number of lives insured, 
went to J. Kenneth Elliott, Kewanee, II] 
Garrett agency, with a total of 180, 
also won Silver Section honors, 

Mrs. Ann S. Liston, South Bend, Ind, 
Cramer agency, with $539,500 of paid-for 
business ,again led all women agents 
The three runners-up were Mrs, Ry, 
Bailey Hartford, Conn., Dorr agency, 
also a silver button winner; Miss Vj. 
ginia Wood, San_ Francisco, Shipley 
agency, and Mrs. Marie Stumb, Chicagy, 
Todd agency, who won a bronze button 


Honor Club Winners 


Winners of class honors in the various 
volume groups with the greatest per- 
centage of increase over their three. 
year rating were: Royall R. Brown 
Winston-Salem, Norton agency, class 
A, 129% increase; R. E. Castelo, Cham. 
paign, Ill, Stumm agency, class B 
103% increase; Frank M. Engle, Tulsa, 
Okla., Emmert agency, class C, 110% 


(Continued on Page 23) 


i. 2 Craig on Buy-Sell Agreements 


J. Lowell Craig, special agent for 
Northwestern Mutual at Indianapolis, 
told of the methods he uses in connec- 
tion with buy and sell agreements. He 
recommended to those who are fairly 
new in the insurance business to not at- 
tempt to field about which 
they know little or nothing. He sug- 
gested they keep their eyes open and 
learn a little about selling life insurance 
to liquidate business interests, and then 


start in a 


try to close a few good-sized cases every 
year, working on them as an extra-cur- 
ricular activity, without letting them in- 
terfere with their regular activity in 
selling ordinary cases and certainly not 
depending on them for income, 

“In the thirteen years since my first 
large case of business insurance, this 
idea has paid off surprisingly well. The 
last two years I have sold over a million 
dollars of this kind of business.” He 
divided his talk into four sections: 
Prospecting; Approaching these pros- 
pects; Presentation of the right sales 
ideas to these prospects, and the Follow 
through. 

Under Prospecting, he covered two 
phases, one, that of preparation in which 
the agent learns to recognize a prospect 
in this field of selling when he sees one. 
“Don’t sell this phase short, for it is 
never ending and can well sparkplug 
your prospecting in this field of insur- 
ance for buy and sell agreements.” Sec- 
ond, he pointed to the need of basic 
background training in this field, and in- 
teresting ideas that sparkplug the agent’s 
thinking of where to get the prospects. 
Te suggested present policyholders 
among whom are some owning an in- 
terest in a business, as well as prospect 
for personal business also having such 
interests; centers of influence, bankers, 
accountants, attorneys, chambers of com- 
merce; new business firms, and firms 
whose owners or partners have died. 

Under Approach, Mr. Craig empha- 
sized the fundamental difference in the 
problems of liquidating corporation hold- 
ings and a partnership. A partnership 
dies with the death of a partner, while 





a corporation goes on with the death oj 
a stockholder. 

Two general avenues of approach are 
open, he said. The first might be called 
the package sale approach in which the 
agent attempts to interest the prospect 
in a buy-and-sell agreement funded with 
life insurance, which, in his experience, 
has worked better with partners than 
with stockholders. The second type oi 
approach might be called an analytical 
approach in which the agent tried t 
define the problems of the prospect a 
he sees them. 


“When you sit down with men whe 
have been so busy building a_ business 
that they haven’t taken time to plan 
what should be done with their business 
interest at death, show an interest in 
the problem and a knowledge of what 
happens if this or that is done with 
those interests. Help guide the thinking 
to a practical solution in the light of 
what they want to accomplish, Then 
you are in a position to know what they 
or he will buy. 

“Remember this, in building a man’s 
thinking, don’t always bring him around 
to a buy-and-sell agreement. There are 
other solutions that may be better for 
him in the light of what he wants to do 
for his family. Some of these may re- 
quire more life insurance than the buy- 
and-sell agreement would. Be honest in 
your approach. The best test of your 
sale is this: In the light of what he 
wants to do, and your knowledge, what 
would you yourself buy if you were in 
his place? My percentage of sales to 
interviews has gone up about. 300% 
since I have used this type of approach.” 

In the matter of presentation of the 
right sales idea to these prospects. Mr. 
Craig cited four sales that resulted from 
the kind of approach he had illustrated, 
to show the effectiveness of this type 
of approach and some of the varied re- 
sults. He commented that there isn’t any 
set pattern for this sales interview be- 
cause of the variation in problems and 
objectives. In all of the cases cited, he 
said he tried to find out what a man 
really wanted to do with his business 
interest, show him some of the obstacles 
in the way of doing some things and 


(Continued on Page 23) 
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sattery Elected V.P. 
National Life of Vt. 


CONTINUES SUPT. OF AGENCIES 


Joined Montpelier Company in 1940; 
Formerly in Agency Department 
of Penn Mutual 


D. Bobb Slattery, well kndéwn superin- 


tendent of agencies of National Life of 


Vermont, 
that comp< 


was elected vice president of 
iny at a meeting of the direc- 
tors last week. The Montpelier company 
has greatly expanded its operations and 


Fabian Bachrach 


D. BOBB SLATTERY 


set new sales records since Mr, Slattery 
March, 1940. He 


of superintendent of 


went with it in will 
retain his post 
agencies, in which he is associated with 
Vice President Edward D. Field, chair- 
man of the insurance committee, who 
forsome months has been curtailing his 
activities because of illness. 

Formerly connected with the agency 
department of Penn Mutual Life, Mr. 
Slattery was closely associated with 
Frank Davis, nationally known agency 
executive becoming assistant to the 
agency vice president. Born in Wash- 
ington, D.C. in 1902, he graduated from 
the Emerson Institute, Washington, in 
1920 and received a B.S. degree at South- 
eastern University. Washington, in 1924. 

Mr. Slattery was one of the founders 
and an early president of the Life Insur- 
ance Advertisers Association. He has 
traveled all over this country in agency 
work and on speaking engagements be- 
fore life insurance groups, being widely 
known throughout the business. 

Active in Montpelier affairs, Mr, Slat- 
tery has served as senior warden of the 
Ep:scopal Church, is a past president of 
Montpelier Rotary and is identified with 
many other organizations. 

Mrs. Slattery, who was Phoebe Atkin- 
son of Newburyport, Mass., recently 
served two terms as president of the 
Montpelier Women’s Club. They have 
two sons, one of whom, Bobb M., a 
Dartmouth student, was a member of the 
paratroops in World War II, and the 
younger son, David, is a student at the 
Kimball Union Academy at Meriden, 


H 





Mutual of N. Y. Purchases 
Canada Dry Bottling Plant 


Mutual Life of New York has pur- 
chased the new Minneapolis bottling 


plant of Canada Dry Ginger Ale, Inc., 
for $625,000. The property has been 
leased back to the beverage firm for 
twenty years, with the tenant having 
the right to renew for five successive 
terms of ten years each. The building 
has a total area of 68,796 square feet. 


Franklin Life Advances 
Solenberger and Hatmaker 


Two promotions in the home office 
state have been announced by Franklin 
Life of Springfield, Ill. C. W. Solen- 
berger has been advanced from assistant 
actuary to associate actuary, and George 
Hatmaker, formerly supervisor of new 
business, has been named assistant sec- 
retary of the company. 

Mr. Solenberger has been associated 
with Franklin Life since October, 1946. 
After graduation from North Dakota 


University he obtained his master’s de- 
gree in actuarial science from the Uni- 
versity of Michigan and became asso- 
ciated with the American United Life. 
He is a fellow of the Actuarial Society of 
America, and the American Institute of 
Actuaries. 

Mr. Hatmaker has been associated 
with the Franklin since July, 1928, with 
the exception of four years spent in the 
Army as a captain in the finance de- 
partment. Upon his release from serv- 
ice in 1946, he was made supervisor of 
the new business department for the 
Franklin. 


Nat’! Life Housing Plans 


At a meeting of directors of National 
Life of Vermont last week in Mont- 
pelier a preliminary report was made 
by Cram and Ferguson, architects, on 
a proposed 16-20 unit apartment house 
to be built by National Life in Mont- 
pelier, as well as plans for new quar- 
ters for the company’s training school. 
The directors authorized continued study 
of the apartment project without taking 
any definite action. 
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vated with Direct Mail help 
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$208,137,801.00 
$339.17 
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Northw estern 





Tuesday on business insur- 
ance of which Deal H. 
Charleston, W. Va., 
the speakers 


A seminar 
Tompkins, 
was chairman, had 
Julian Walter, 
district agent at Chattanooga, who told 


as one of 
of his methods of selling keyman insur- 
ance. 

“The all 
twenty-two years with the Northwestern 


Mr. 


basis of my operations in 


has said 
Walter, 
cally. 


been my prospect file,” 
“tabbed cards set up alphabeti- 
This prospect supple- 
mented by a complete file when the facts 


card is 


justify. In calling on a new prospect, 


I have always attempted to secure as 


much information as possible and then, 


as time goes on, to continually add 
to it. 
“What I consider has been my most 


profitable source of prospecting for key- 
man insurance, and it is also valuable for 


other types of insurance, is a subscrip- 
tion to Dun & Bradstreet. Whenever 
I see in the newspaper or learn from 


any other source of any internal changes 
in the management or ownership of a 
corporation, or any expansion or making 
money, or of a new corporation being 
formed, I request Dun & Bradstreet to 
send me a report on that corporation. 
Very often I have secured a report on 
a plant or corporation with which I was 
not familiar but happened to pass, and 


have developed a good prospect with re- 
sulting business. 

‘This report furnished me with a 
brief history of the corporation and of 


its officers and directors, their method 
of operation and distribution, and in 
about 90% of the cases a detailed bal- 
ance sheet, and very often a profit and 
loss statement. It also gives the name 
of their certified public accountant and 
many of you know the value of this in- 


formation. 
‘The 


majority of corporations carry 
the cash value of business life insur- 
ance as an asset in their balance sheet, 
and very often the report states the 
amount of life insurance owned by the 
corporation, and on whom. It is not 


difficult to reason that with such infor- 
mation available, 


we can, to a great ex- 
tent, qualify our ‘suspect’ before we call 
on him and attempt to qualify him as 


a prospect. 


“IT claim very little originality in 
my solicitation of keyman_ insurance. 
Others have ore me ideas that have 
helped me to build my philosophy back 
of the sale of keyman insurance. I 
have always thought that one of the 
most remarkable and wonderful, quali- 
ties of the life insurance business, as a 
vocation, is the fact that regardless of 


an individual’s previous education, train- 
ing and business experience and regard 
less of his aptitudes or personality, that 
an individual could capitalize on his best 


qualities and make a success in the life 
insurance business. 

“For these reasons, | do not believe 
there is any one particular way that an 





Mutual 


_ Agents 


Meeting in 








life insurance — selling 
should be done. All of us have seen too 
many instances where different lines of 
approach and different techniques have 
been used in the sale, where the end re- 
sults were equally as successful. In 
other words, each one of us is going to 


assignment in 


capitalize on what talents we may pos- 
sess and attempt to put our best foot 
forward. 

“For a number of years, I have pre- 


ferred to work on a written proposal 
basis, which is usually mailed to the 
prospect after my initial or fact-finding 
interview, together with a supplemental 
letter, which I try to personalize. And, 
I find that I can expose myself to my 
potential market to a greater extent by 
doing more and more of my _ work 
through the mail and over the phone. 
“This proposal, like practically all of 
my proposals, is standardized, so that it 
is not necessary to spend much of my 
time in its preparation. I grant you 
it is a catch-all proposal, but it does 
attempt to get the. original premise 
across that upon the death of a key- 
man there is an economic loss that 
should be insured, and that there are 
collateral values in the purchase of such 
insurance. This proposal also attempts 
to guide the prospect’s thinking along 
the lines that I want him to think, and 
it attempts to discuss certain technicali- 
ties in order that — which are im- 
(Continued on Page 10) 


Walter On Selling Keyman Insurance Goldman Discusses 1948 Revenue Act 


Addressing the Tuesday morning ses- 
sion of Northwestern Mutual’s Associa- 
Agents meeting at Milwaukee, 
Howard Goldman, special agent at Rich- 
Va., outlined the philosophy of 
1948 Revenue Act, 
used in connection with 


tion of 


mond, 


the showing how it 


can be the in- 


come tax, the gift tax and the estate tax 


changes. As an experienced and _ suc- 
cessful estate planner, he appraised the 
the life 
point as to its impact and its potentiali- 
ties from a new business standpoint. He 
pointed out that the two main issues in- 
volved are a reduction in taxes, flowing 
primarily from the split income provi- 
sions relating to incomes of married per- 


act from underwriter’s stand- 


sons, and an attempt at equalization of 
the burden of taxation of persons liv- 
ing in common law states and com- 


munity property states. He pointed out 
that the new law also effected material 
changes in the estate tax and gift tax 
provisions, 

“As representatives of the institution 
of life insurance and as builders and 
conservators of estates, we have a defi- 
nite obligation to understand the funda- 
mentals of the new law and to direct our 
clients’ attention to its basic provisions,” 
Mr. Goldman said. “This does not mean 
that we should rush headlong into chang- 
ing soundly executed estate plans. It 








Mrs. A. S. Liston A. J. Ostheimer 


Mutual 


were special guests at the company ban- 


Trustees of Northwestern 


the Civic auditorium Tuesday 


Gerald M., 


toastmaster 


quet at 


night Swanstrom, general 
head 
the Asso- 


district 


counsel, was and the 


table included presidents of 
Agents, 


general agents associations. 


ciation of special, and 
An innovation was the presentation of 
Hill, 
vice president and director of agencies, 
at the the entire North- 
western family, instead at the 


awards to honor men by Grant L. 


dinner before 


Mutual 


J. Kenneth Elliott 


Joseph Blumenthal 


opening session Monday morning of the 
meeting. 
the audi- 


Association of Agents’ 
Assembled the stage of 
torium, Mr. Hill introduced the winners 
of the District Agency cup, the General 
Agents’ 
and gold class honor and certificate win- 
the Big 
the leading producers who re- 
Mrs. Liston, South 
women; A. J. Ostheimer, Phila- 
delphia, gross; Joseph Blumenthal, 
ton, net, and J. Kenneth Elliott, 
wanee, IIl., net number of lives. 


annual 
on 


Achievement cup, bronze, silver 


ners, Ten volume winners, as 
well as 
sponded; Ann 
Bend, 
30s8- 


Ke- 


Milwaukee 


does mean that we should reexamine 
existing plans in the light of available 
alternatives and that we should weigh ql 
the facts carefully. 

“Each contemplated step must be fully 
considered in the light of its effect on 
the over-all plan. It is up to us to assist 
our clients in determining and in realiz. 
ing objectives by raising two funda. 
mental questions: First, what does he 
want his estate to do for each member 
of his family? Second, how should he 
arrange his life insurance, his estate 
holdings and his will in order to guaran 
tee the attainment of these objectives 
while simultaneously effecting the largest 
tax savings that the new law and its 
objectives will permit? The estate ob 
jectives must first be firmly determined 
and no amount of possible tax Savings 
should be allowed to place these objee: 
tives in jeopardy. We cannot afford to 
let the tail wag the dog. 

“Every life insurance 
America has been handed 
platter, an interest arouser of um 
equalled power. There is now a tremen- 
dous public interest in the split-i income 


salesman in 
on a silver 


provision of the Income Tax, in the 
Marital-Deduction, and in the general 
subject of wills, trusts, death taxes and 


estates. We can cash in on this publi 
consciousness and awareness, as the re 
view of all previously devised Estate 
Plans is absolutely imperative. 

“The average agent can most certainly 
effectively use the new tax law, and he 
certainly does not have to become a tax 
expert or an estate-planner to do so. 
Ali one has to do is to learn a few basic 
principles—interest arousers—which are 
sound and which will be effective door 


openers. We can sell our prospects on 
the advantage of reviewing their af- 
fairs, in the light of the new act, with 
their attorneys and trust officers. Hence, 
just by moving around, seeing people, 


raising questions and opening up situa- 
tions, any alert agent can reap a rich 
harvest of additional life insurance sales. 

“The obligation which we as agents 
have as the result of the 1948 Revenue 
Act are clear and definite. The sales 
opportunities which we have are unlim- 
ited. Many millions of dollars of new 
life insurance are going to be placed, 
but changed in and by themselves do 
not sell life insurance. What actually 
sells is the impetus we place behind 
those changes.” 


E. B. Redfield Gives Some 
Advice on Prospecting 


kK. Benjamin Redfield, Boston, member 
of Million Dollar Round Table, discussed 
prospecting in his talk before the North- 
western Mutual meeting this week in 
Milwaukee 

“The agent who is adept and alert at 


prospecting need never worry about 
where his business is coming from nor 
will he ever feel a pressure to close 


(Continued on Page 10) 
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aul §. Vort Manager at 


| Jamaica for Prudential 


iyEWLY CREATED AGCY. THERE 

Saves Associate Manager of Newark 

/ Agency for Past Two Years; to 
Take Over New Duties Oct. 1 


rt, who has been associate 
E manager Ol The Prudential’s Newark 
Foency for the past two years, has been 
ppointed manager of a newly created 
Ba cencv to be opened by the company at 
Hjamaica, N. Y., about October 1. 

‘The new office, to be known as the 


Saul S. V 










SAUL S. VORT 


lamaica agency, will handle Ordinary 
and Group insurance throughout Queens 
county with possible later expansion to 
include Nassau and Suffolk counties. 
Mr. Vort, well-known throughout in- 
surance circles in northern New Jersey, 
sa resident of Maplewood. He joined 
the home office staff of Prudential in 
1916 and transferred to the Newark 
agency in 1928. He served as assistant 
manager there for eighteen years be- 
ming associate manager in 1946. He 
1s been directing brokerage operations 
f the entire agency, supervising Group 
insurance production and assisting man- 
ager Charles W. Campbell in general 
gency activities. 

He is active in insurance 
tions and has served as president of 
the Life Underwriters Association of 
Northern New Jersey. At present he is 
member of the board of directors of 
that organization. Mr. Vort has served 
s president of the Life Supervisors 
Association and is also active in the 
Newark Rotary Club. 


organiza- 


CANADIAN PRODUCTION 

New Ordinary life insurance produc- 
tion put into force by Canadians during 
May again totaled more than $100,000,- 
0 the Canadian Life Insurance Off- 
ers Association reports. The figures, 
mpiled by the Life Insurance Agency 
anagement Association, do not include 
revivals, increases, dividend additions, re- 
surance acquired or pension bond 
vithout insurance, and are based on data 
upplied by companies doing more than 
N% of the business in Canada. 

During the month, new Industrial life 
totaled $14,734,000 and new 
toup insurance was $8,023,000. 






“Where Business is Appreciated” 


CARL E. HAAS, €.B.U. 


General Agent 





Continental Assurance Company 
2, N. ¥ 





t Street Brooklyn 


I Riangle 


Ohio State Life Reports 
Large First Half Gains 


Ohio State Life’s volume of new in- 
surance in the first six months of 1948 
totaled $12,562,899, which is approxi- 
mately $1,000,000 more than that re- 
corded by the company in the first six 
months of last year and is the highest 
figure yet recorded by the company for 
the first six months of any year with 
the exception of 1946. 

As of June 30 Ohio State Life’s vol- 
ume of insurance in force amounted to 
$190,331,279. Admitted assets are $4,- 
817,523. Capital, surplus and_ contin- 
gency funds for the protection of policy- 
holders now total $4,077,554. Mortality 
was about the same as it was last year 
and health and accident insurance 
showed a substantial gain. 


D. F. Pert, Waterloo, Ia., has been 
appointed district manager of the 
Waterloo agency of Northern Life of 
Seattle. 


H. C. Avant Appointed 


Great Southern Life, Houston, has ap- 
pointed Hugh C. Avant as assistant sec- 
retary and manager of the policy de- 
partment. Mr. Avant joined the com- 
pany in 1931, his first assignment being 
as a clerk in the renewal department. 
He was later assigned to the first year 
accounting department where he was 
subsequently made assistant. More re- 
cently he has been one of a group of 
junior executives in charge of the 
change-over of certain accounting pro- 
cedures to punched-card records. 

Mr. Avant’s appointment fills the va- 
cancy created by the sudden death of 
N. Carlton Smith who succumbed to a 
heart attack several weeks ago. 


DURHAM DISTRICT MANAGER 

Clarence E. Greene is the new district 
manager at Durham, N. C., for Equi- 
table Life. For the past twelve years 
Mr. Greene held a similar position at 
Henderson, N. C. 
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$400 MILLION 
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$500 MILLION 
(one-half billion) 


LIFE INSURANCE* 


*More than double the amount in 
force at the close of World War IL! 


This remarkable record — outstanding even in these years of 
unprecedented gains —can only be attributed to the salability of 
Provident policy contracts and the loyalty, industry, and under- 
writing ability of the men and women serving Provident policy- 


holders in thirty-eight states, the District of Columbia, and Canada. 


CHATTANOOGA 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
: 


june 1948 
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Suicide Clause Held 
Invalid on Wording 


APPROVED BY SUPERINTENDENT 


New York Appeals Court Reverses 
Judgments Because of Phrase 
“Sane or Insane” 

The New York Court of Appeals, by 
held void in 


unanimous decision, has 
this state a suicide clause containing the 


Al- 


though the clause in question had been 


expression: “while sane or insane.” 
approved by the Superintendent of In- 
surance the court pointed out that the 
law provided the phrase 
i and that 


“death due to 


“according to 


suicide” many 
cases in this court a stipulation in a life 
death by ‘suicide’ is 

kills 
while sane but is inoperative if the in- 
sured at the time of his suicide was so 
far insane as to have been without ap 


policy excluding 


effective if the insured himself 


preciation of the physical consequences 
of his action or without power to 
the disordered impulse t 
to end his own life.” T 
sician made 
the insured 
pulses.” 
The case, that of Jacqueline Franklin 
v. John Hancock Mutual Life, was heard 
on appeal from tl ypellate Division 
New York yreme Court first 
department, affirming a judgment of the 
Supreme Court y inted a motion 
by the defendant fo mary judgment 
dismissing the and awardin 
judgment on tl I to the insu 
ance company. Court of Appea 
reversed all previous judgments and 


resist 
lat impelled him 
The insured’s phy- 
affidavit that in his opinion 
was “victim of insane im- 















of the 














denied the motion for summary judg 
ment with all costs. 

The opinion was written by Chief 
Judge John T. Lou in which As- 


Lewis, Desmond, 
concurred. 


sociate Judges Conwa 
Thatcher, Dye and Fi 


Leo Sexton’s New Post 


1 


American National 
appointed Leo Sexton dit 
cies in its eastern industrial divi 
His regional office will be located in Bir- 
am, Ala. Mr. Sexton entered the 
business on a debit for John Hancock 
in 1930. He was later made district su- 
pervisor in Hempstead, L. I., and in 
1941 he was appointed supervisor of field 
training and instructor in that com- 
pany’s home office school of agency man- 


f Galveston has 
irector of 








agement. He left this position to be- 
come regional manager for John Han- 
cock in its east-central division, with 


headquarters in Detroit, later going with 
Franklin Life as director of its Indus- 
trial agencies. 
LOAN FROM N. Y. LIFE 

McCall Corporation has borrowed 
$2,500,000 from the New York Life on a 
3% sinking fund note due in 1968. White, 
Weld & Co. acted as agents for the 
issuer. Proceeds of the loan will be 
used to pay bank and to reimburse 
the company, in p for capital expen- 
ditures made in connection with its post 
war plant modernization and expansion 


program. 











New Income Disability Clause 


Pays $10 monthly per $1,000 to age 65 if dis- 
ability occurs before 55, and IN ADDITION 
MATURES the policy as an ENDOWMENT at 
65. Six mos. waiting period. Issue ages 18-50. 


NON-CAN. A. & H. NOW AVAILABLE. 


Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 
St., New York 5, N. Y. 
WHitehall 4-7697 
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L’Estrange to Join 
Capitol Life of Denver 


RESIGNS AS WIS. NATIONAL V.P. 





Starts New Post September 1 as V.P. 
Agency Director of Company; 
In Life Ins. Since 1922 





G. A. 
figure in life and A. 
circles, has resigned as vice president 
and agency director of the Wisconsin 
National Life, effective September 1. He 
has been connected with that company 
since he assumed the 
1942, the com- 


L’Estrange, a nationally known 
& H. production 


since 1936 and 


directorship in 


agency 











G. A. L’ESTRANGE 
pany’s life insurance in force has almost 
doubled. 

Mr. L’Estrange’s new connection will 
be with the Capitol Life of Denver, Colo., 
and Clarence J. Daly, president of that 
company, announced this week Mr. 
L’Estrange’s appointment as vice presi- 
dent and agency director, effective Sep- 
tember 1. At the same time Mr. Daly 
states that the company will intensify 
the development of the territory in the 
thirteen states in which it now operates 
and may enter additional states if con- 
ditions and circumstances warrant do- 
ing so. 

The company, organized in 1905, writes 
Ordinary and Group Life. As of Decem- 
ber 31, 1947, its insurance in force was 
close to $115,000,000 according to Best’s 
Life Insurance Reports. 

L’Estrange’s Background 


Mr. L’Estrange has had a long ex- 
perience in the life insurance business, 
having started as an agent in 1922 at 


Springfield, Ill. He served as field super- 
visor for several years and in 1942 be- 
came agency director for the Wisconsin 
National Life after having held the post 
of assistant agency director for several 
years while managing its accident and 
health department. 

For some years Mr. L’Estrange has 
been an active participant in American 
Life Convention activities and has served 
two terms as a member of its committee 
on agents and agencies. He is also a 
member of the committee for companies 
writing Ordinary and A. & H. insur- 
ance in the Life Agency Management 
Association. In recent years he has ap- 
peared frequently as a speaker before 
local life underwriter groups. 

Mr. L’Estrange, native of Milwaukee, 
is a graduate of Marquette University 
and active in its alumni association. 
While with the Wisconsin National Life, 
whose home office is in Oshkosh, he 
was active in civic affairs. 

W. A. Fraser, agency manager, Bank- 
ers Life of Iowa, Lincoln, Neb., has 
been reelected national committeeman 
by the Nebraska Association. 








Wyatt Warns Against 
TD Competitive Angle 


SHOULDN’T BE “CUT THROAT” 
Says N. J. Cash Sickness Act Gives 
Private Carriers Challenge As 
Well As Opportunity 
At a talk to the Harry Gardiner 
agency and a number of other producers 
of the city held at The Bankers Club, 
New York, for the purpose of explaining 
the New Jersey Temporary Disability 
Law which became effective June 1, 
1948, Clarence W. Wyatt, vice president 
of John Hancock, in charge of Group 
insurance, sounded a note of warning 
about competition in the sale of private 
plans for TDB coverage. {He expressed 
the hope that the coverage will be sold 
on a high plane. He had in mind the 
type of carrier which is not strony, 
which promises more than it can per- 
form and which will rush into this field 
with methods that will eventually be 
harmful to the insurance business, prin- 
cipal objective being to put some busi- 

ness on the books. 

“There is no doubt,” said the speaker, 
“that many companies will be entering 
this field. If cut-throat competition re- 
sults it will be most unfortunate. 

“On the other hand, there is a great 
challenge here and a splendid opportun- 
ity to show what private enterprise can 
do.” 


Will Help New Lines 


In discussing the many sides to TD 
business, Mr. Wyatt said it would un- 
doubtedly result in a considerable in- 
crease in the sale of Group insurance, 
personal insurance and allied lines. It 
will enlarge the clientele of the agent: 
will make employers even more in- 
surance-minded. 

“As far as our company is concerned,” 
he continued, “we are not going to be 


REACHES $600,000,000 MARK 

Franklin Life of Springfield, Ill, has 
reached the $600,000,000 mark in out- 
standing insurance. During the past 
eight years under the present manage- 
ment, Franklin insurance in force figure 
has increased nearly $440,000,000. New 
Franklin production during the first 
seven months of 1948 is in excess of 
$100,000,000.. Paid business during the 
first half of the year reflected an in- 
crease of 30% over the same period of 
last year. Company agency operations 
now extend over thirty-eight states, the 
District of Columbia and Hawaii. The 
California divisions hold top production 
position for the year to date. Assets 
have now passed the $116,000,000 mark. 





either the lowest or the highest net cost 
company. We will operate on the basis 
which we think will prove soundest for 
ihe employer and the employe.” 

Mr. Wyatt briefly discussed the Rhode 
Island situation, that state being the 
pioneer state with a temporary dis- 
ability benefit law, and a monopolistic 
one at that; and then in more detail 
he told of the experience in selling cash 
sickness benefit coverage under the Cal- 
ifornia law where the private companies 
have shown they do not have to worry 
ebout holding their own in competition 
with the state. He again emphasized the 
statement he had made to agents and 
brokers, at a meeting in New Jersey 
that private companies will be able to 
do a better job than the state can. 

In starting his talk Mr. Wyatt called 
ettention to the fact that Mr. Gardiner 
had been twenty-seven years with John 
Ilancock in New York and added that 
this was his own twenty-seventh an- 
niversary with the company. 

Following Mr. Wyatt two of the John 
Hancock’s Group department’s field as- 
sistants, Frank S. Abbott and Stephen 
S. Taft, Jr., discussed various angles of 
the TDB law of New Jersey. 








GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


A Billion Dollar Company Established 1891 


—_—_—_—_— 





* — 
$1,000,000 PRODUCER’ 


Would you personally be capable 
of writing from $1,000,900 4, 
$2,000,000 of life insurance each 
year if you were provided with 
the requisite contacts? 


Are you familiar with Estate Plan. 
ning, Business and Corporation 
coverages? If you are and yoy 
ean sell us on your ability, we 
can place you in a situation where 
the above production volume js 
assured. 


Write fully about yourself to Box 
1806, THE EASTERN UNDER. 
WRITER, 41 Maiden Lane, Ney 
York 7, N. Y. 


K ———¥ 
Ass’t Manager of Group 
Sales for Mass. Mutual 














BRUCE M. 


MacFARLANE 


M. 
Mutual’s Group department, has 


Bruce MacFarlane of Massachu- 
setts 
been made assistant manager of Grou; 
sales. After graduation from Classical 
High School, Springfield, Mass., in 1930, 
Mutual and 
department. In 


Massachusetts 
worked in the 
1937 he transferred to the under- 
writing department. After serving in the 
Army during the last war, he returned 


he joined 
policy 
was 


to the company. 

A lieutenant in the Massachusetts 
State Guard before the war, he entered 
the Army in September, 1942 and re- 
ceived his commission in April of the 
next year. Wounded in action in France, 
he was hospitalized there and in Eng- 
He returned to the United States 
in June, 1945. When he was separated 
from the service Mr. MacFarlane held 
the rank of captain. 

Mr. MacFarlane is taking the course 
of study prescribed by Life Office Man- 
agement Association, and has taken his 
major and minor examinations in under- 
writing. He is a member of the Reserve 
Officers Association and a member 0! 
the Springfield Ski Club. 


land. 





Marion Miller, a member of the ac- 
counting and policy loan department, 
Kansas City Life, retired recently. Miss 
Miller had been with the company 
twenty-four years. 


T. Max Davis, general agent at Houws- 
ton for Ohio National, was a_ speaker 
at one of the recent meetings of the 
Rotary Club of Houston Heights. 
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N’western National Makes 
Chicago Agency Changes 


Dissolution of Northwestern National 
Life’s former Chicago branch office and 
a realignment of its agencies there, 
aimed primarily at 
bringing home office 
service closer to the 
agent, is announced 
by Ronald G. Stagg, 
president. 

As a result of the 
changes, the Zern 
agency, largest unit 
within the Chicago 
branch, will hence- 
forth operate as a 
wholly independent 
agency, under AIl- 
bert J. Zern. It will 





Albert J. Zern 


be known as the 
Albert J. Zern agency with offices on 
the 10th floor at One North LaSalle 
Street. S. R. St. Pierre and James C. 


Whiston, formerly of the independent 
Chicago agency, will be associated with 
the Zern agency. ; 

The Waukegan agency under V. 
Joseph (Hultman and Lester E. Swank 
will operate as a separate unit in north- 
eastern Illinois. 

Frank H. Collins, H. P. McGovern, 
and Patrick F. Navin, Chicago agents, 
wil continue to function as an independ- 
ent sales unit, headquartered on the 
38th floor, One North LaSalle Street. 


Chester E. Pease, former office man- 


ager and supervisor in the Chicago 
branch, will transfer his activities to 
NwNL’s Chicago agency field service 
office. 


Unaffected by the new Chicago agen- 
cy setup is the Cramsie-Laadt agency 
of Northwestern National, located at 175 
W. Jackson Boulevard, which has for 
the past 16 years represented the com- 
pany as a general agency independent 
of the Chicago branch. 


E. J. Dube Appointment 

Emile J. Dube, former associate of the 
C. Clement Easton Springfield Agency 
of the Union Mutual Life, Portland, Me., 
has been appointed as district manager 
of the company in Lewiston, Me., agency 
vice president Harland L. Knight has 


announced. 


Mr. Dube, who has been associated 
with the Easton agency since November, 
1945, ranks among the Union Mutual’s 


ten leading life producers and has led 
the company in volume of non-cancellable 
sickness and accident sales in 1947 and 
for the first half of 1948. 

In his new position Mr. Dube will be 
the Fred T. 
Agency. His appointment 


with Jordan 
Home Office 


is effective immediately. 


associated 


TRANSFER SIDNEY WHITAKER 

Sidney Whitaker, formerly manager of 
Metropolitan Life’s Ontario, Ohio, dis- 
trict office, was transferred as manager 
to the company’s Cuyahoga (Cleveland), 
Ohio, district, succeeding Dale S. Con- 
ner who was transferred as manager to 
Cleveland district. 

Mr. Whitaker was appointed to the 
Metropolitan as an agent in Somerville, 
Mass., district in 1925, and in 1928 was 
Promoted to assistant manager in that 
district. Less than four years later he was 
appointed an agency supervisor in the 
central territory, and served in that ca- 
pacity until 1933, when he was promoted 
to manager of the company’s Hamilton 
othice, 


MADE GREYHOUND ATTORNEY 
lames K. Thomas has announced his 
resignation as first assistant Attorney 
General of West Virginia to become 
general insurance counsel for the Atlan- 
: Greyhound Corp. at Charleston, W. 
a. 


Milton H. Phelps Joins 
Mutual Benefit, Tampa 


Milton H. Phelps has been appointed 
West Florida Coast supervisor of Mu- 
tual Benefit Life of Newark. His head- 
quarters will be in Tampa and he will 
be associated with the Alfred J. Llewel- 
len organization, main office of that 
agency being Miami. 

Mr. Phelps became interested in life 
insurance while working part-time for 
his father, Charles Phelps who was well 
known in central New York as a repre- 


PACIFIC MUTUAL INCREASES 

Volume of new business paid for by 
Pacific Mutual Life for the seven 
months ending July 15 is substantially 
ahead of last year’s corresponding figure. 
A gain is reported also in the company’s 
accident and health sales. 





sentative of Northwestern Mutual Life. 
M. H. Phelps was for eighteen years 
with the Northwestern Mutual Life 
working through the Syracuse agency 
and was for several years a member of 
that company’s Marathon Club. 


DES MOINES CLU OFFICERS 

Fred M. Haskine, co-general agent, 
John Hancock, has been elected presi- 
dent of the Des Moines CLU chapter. 
A. H. Pickford, general agent, Provident 
Mutual, was named vice president and 
Vera M. Snyder, Mutual Life, 


secretary-treasurer 


senefit 


William B. Robertson, former Group 
supervisor for lowa of Washington Na- 
tional, has become associated with the 
Travelers in the Des Moines area. 








Champions.... 


An old time horseman once said that if he could take tke stout 


heart of one horse, the strong legs of another and the stamina of a 


third, he would have a truly great champion. 


Wr 


That he would have a champion we do not doubt, but we all know 


that it is impossible. However, Bankers National has incorporated the 
qualities needed for the “sprinter” as well as those required for the 


“router” in their Term policies. They are “made” Champions. 


Our five and ten year Term polic 


ies give that early start to the 


man whose immediate requirement is to build an adequate insurance 


estate as soon and with as little cash as possible. 


Our Annual Renewable and Level Premium Term to 65 fits all the 
needs of those who appreciate a sound life insurance program until 


they can afford to place it upon a permanent basis. 


Our Guaranteed Provider is the last word in flexibility—whether 
called upon to cover a decreasing mortgage or used as a Family In- 


come contract. 


Low participating rates for both men and women, plus Waiver 
of Premium and Disability Income, makes our Term policies truly 


“Champions.” 





Ralph R. Lounsbury, President 


W. J. Sieger, V. P. & Supt. of Agencies 


LIFE * 





ACCIDENT * 


NATIONAL LIFE 


HEALTH 





Insurance Company ..™Montelair, N. J. 


& HOSPITAL 
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Northwestern 


Mutual 


Agents 





Mrs. Liston Tells of Women’s Market 


3end, Ind., 


Mrs, A; S: 
the leading woman agent of Northwest- 


Liston, South 


ern Mutual has a record of paying for 
$539,500 for the agents’ year, Her expe- 
rience as a purchaser, a beneficiary and 
as a life underwriter has put her in a 
unique position and enabled her to make 
a splendid presentation of “The 
Woman’s Viewpoint.” 

Commenting on the fact that women 
now control most of the wealth of our 
country and that life underwriters must 
learn how to sell them, she analyzed the 
business she wrote in the 1947 calendar 
Of the total volume of $401,500, 
amount $373,000 was written on 


year. 
the 
the lives of 
$11,656.25: while $28,000 was written on 


of 
32 men, average sized case 
the lives of seven women, average sized 
case $4,071.43; with an average over-all 
sized policy at $10,294.87. 

Mrs. Liston pointed out, however, that 
a more careful showed it was 
not as one-sided as it first appeared to 
be For of the sold, 
fourteen with a total volume of $144,000 


survey 
thirty-two men 


were reached through women. In ten 
cases it was the wife through whom the 
made; in two cases, a 


contact Was 


friend; in one case a mother and in one 
a mother-in-law. So one can 
one-half of the 
directly through 
She added that 


nor 


other case 
say that approximately 
total 
contact with 


business came 
woman. 
here 


in her opinion that is neither 


there, for it has been her observation 


How Gettys Sells 


Mutual’s 
presided 
Winston- 


chairman, had as one 


One of the Northwestern 


Tuesday afternoon sessions 


over by Royall R. Brown, 
Salem, N. C., as 
speakers Elmer V. Gettys, gen- 
eral agent at Toledo, who until recently 
assistant to General 
Eckert, Detroit 
Gettys presented an educational 
has been effectively used 
and, among other things, quickly elim- 
inates the juvenile policy idea. “The 
educational idea has universal appeal to 
‘hile we must create a 
€ demand for our serv- 
ices as life underwriters,” he continued, 


was executive 
Agent 
Mr 


proposal which 


Charles 


Ca 





parents,” he sai 













“there are several areas of human in 

terest in hich the demand for this 

service lies very close to the surface and 
requires noticeably less stimulation 

“Every father is interested in his chil 

may be an old, old 

ps the romance has 

edges and the mar- 

little thin. Even so, 

forever fascinating—ex- 


It is commonly agreed 
the home, but we 
the strength of 

Traditionally we have 
income to the wife or the 
and retirement themes in the 


en make 





often underestimate 
their appeal 
stressed the 


savings 








sale of personal life insurance. Perhaps 
your prospect 1s tired of hearing about 
the homeless widow or the penniless old 
man and has already bought several 
times on that appeal—maybe even from 





fresh appeal, remem- 


father is interested in his 
interested insurancewise in 
four ways. This interest can 








that too much emphasis is being placed 
on men and women as men and women, 
and not enough on them as_ people. 
“Primarily we are human beings on a 
plane above that of the animal,” she said, 
“because endowed with brains. 
It we exercise this gift through usage, 
reading and thinking the result is good 
scund development, 

“Tt never occurs to me to legislate for 
or against a prospect on the basis of 
sex any more than on the basis of creed, 
race or profession. I am not interested 
in selling a man, but I am interested in 
selling life insurance. Rather I like to 
know the background of the individual, 
his or her environment, present and past, 
so that I may come in on some com- 
mon ground or understanding and have 
his attention, which is the first step to- 
ward confidence. From then on the case 
is yours to mold. I have always found 
men are most willing te talk about their 
accomplishments and abilities. 

“So it is in approaching a woman as 
a client. Forget that she is a woman 
other than as natural courtesy demands. 
Locate her interests, discuss what she 
likes to read, what her dreams are, what 
she wants to accomplish. Approach her 
on common ground using her environ- 
ment and background as the criteria.” 

Expressing contradiction with a recent 
Gallop Poll conclusion that men were 
more interested in dollars and monies, 
while women were more interested in 
ideas, Mrs. Liston said her experience 
has been that men are equally interested 
in ideas. And, in analyzing the above 
mentioned volume, she said she found 
that $325,000 of it was sold on an idea 


we are 


(Continued on Page 23) 


Educational Plans 


be put directly to sales use through the 


educational idea, the Youth Plan from 
age 914 up, and the various gift ideas. 
Let’s consider the educational idea, 


which is one where we have the closest 
thing to a waiting line in life insurance. 
At least more people have asked me 
about college insurance, educational poli- 
cies and insurance for their children 
over the past fourteen years than any 
other single idea. Basically, all we are 
doing in most educational presentations 
is a job of packaging and merchandising. 
We simlpy re-wrap our old friend, the 
Ordinary life policy, and cut the package 
to fit the need. Since the presentation 
of the educational idea is mostly a pack- 
ing job, the proposal must be prepared 
carefully. Be sure you put the educa- 
tional package in such shape that the 
wife or guardian can unwrap it if the 
money is needed to put the children 
through grade or high school. 

“Here is the sequence of ideas of our 
Insured Educational Plan: 1—College 
funds if the insured dies. Here we 
stress that the child goes to college for 
the full four years if Dad dies. 2—Col- 
lege funds if he lives. It is important to 
point out that these accumulated funds 
alone won't send the child through four 
years of college but will help Dad send 
him. We get agreement that Dad must 
and will help if he is here; after all, we 
are not proposing an endowment at age 
18. 3—If he and doesn’t need the 
money, then continue the plan to 65 and 
it is an addition to the retirement fund 
with a profit on the purchase (assuming 


lives 


issuance at age 39 or under on the 
1948 dividend illustration basis).” 
Commenting on the situation where 


(Continued on Page 23) 








COLLECTION ACCOUNT 
WANTED 


We have a 10 year established Life 
Insurance General Agency in midtown, 
and have facilities to handle additional 
Life, Accident, Health or Hospitaliza- 
tion premium accounts. 


BOX I8II, 
THE EASTERN UNDERWRITER 
41 Maiden Lane, New York 7, N. Y. 
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Selling Keyman 
(Continued From Page 6) 
portant do not have to be discussed in 
the 


ence. 


selling interview, except by refer- 
In case more than one individual 
the the pur- 


keyman my 


will make decision as to 
insurance, 
pect turn the 


others for their study and viewpoints 


chase of pros- 


may over proposal to 
and a discussion of the plan. 

As to 
ance recommended, I have always been 


the amount of keyman_ insur- 


willing to compromise on from three to 
five Let 
us remember that the prime purpose of 


times the keyman’s income. 


key man insurance is to protect the com- 
pany against the loss of services of its 
that it fund 


with which to purchase all or a portion 


keyman—but provides a 
of the stockholders of a keyman upon 


his death—either by formal agreement 
between the corporation and the key- 
man, or by negotiation with the heirs of 
the deceased stockholders; it provides 
a fund with which to continue all or part 
of the salary to the deceased keyman’s 
family, for a reasonable period of time, 
in recognition of his previous activity on 
behalf of the corporation; it provides a 
which to retire a 


with keyman 


after a period of satisfactory service, and 


fund 


at such time that this efficiency may,be 
decreased because of advancing age; and 
that it is more profitable for the future 
use of the corporation to insure its 
keymen than it is to pay the amount of 
premiums in dividends.” 


E. H. Lattimer Demonstrates 


His Use of Closing Chart 


With a production of $757,445 in his 
agent’s year, E. H. Lattimer, special 
agent at Wausau, Wis., made an excel- 
lent record as a relatively young agent. 
He explained his success with a simpli- 
fied three-way closing chart, similar in 
principle to the three-way policy pres- 
entation now in the company’s Or- 
ganizer, 

The proposal shows the amount pf 
insurance a given premium will buy un- 
der several different plans. He finds 
the form very helpful in explaining 
briefly what the different forms of in- 
surance will do and helping the pros- 
pect, with proper guidance, select the 
plan he needs. Working with round 
figure premiums, such as $100 annual 
premium at ages 10 through 55 for Ordi- 
nary life, 65 Life and Retirement In- 
come at 65, eliminates the necessity of 
fumbling through a rate book and the 





proposal can be completed easily with 
the prospect watching you. It also 
builds up those extra $1,000 amounts 


which might not otherwise be bought. 
Mr. Lattimer used several case history 
instances to detail his use of the pro- 
posal form, explaining to each prospect 
and his wife what.the definite amount 
of premium will provide as an immediate 
estate and monthly installment payment 
for life to the wife, the increase in es- 


, 


————, 


HAIGHT, DAVIS & HAIGHT, Ine, 


FRANK J. HAIGHT, President 
Consulting Actuaries 
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HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2.3 




















Prospecting Advice 
Cd 
(Continued from Page 6) 


business to keep himself going,” he said 
“Prospecting can be as simple and _ nat- 
ural as a friendly handshake. If you 
are alert to what people say, what, they 
are doing, and if you constantly mix 
with and around people, it is almost im- 
possible to go through a normal business 
day and not hear, learn or see a situa- 
tion where life insurance can be used. 
“Do think of 
involved method,” said the speaker, “but 


not prospecting as an 
study the process much in the same way 
an actor learns and studies the moods 
that best fit 
be made just as much of a study as 


his lines. Prospecting can 
policy contracts require study and ex- 
amination. Prospecting starts with you, 
so you yourself and fit your expression 
and manners to a way that best suits 
you. 

“Working with your own policyholders 
is an excellent source. If they have ac- 
cepted your recommendations and have 
done business with you, then they cer- 
tainly can suggest and endorse you to 
others who might be impressed with you 
and your service. But be adroit in how 
you seek the names of these people.” 

Elaborating on where he expected to 
write business for the balance of 1948 
and in 1949, Mr. Redfield said: “I ex- 
pect to continue to find my _ prospects 
coming from present - policyholders. 
These same policyholders will also pro- 
vide some business, as I have found my 
own experience. very comparable to that 
of the company’s in that respect. In the 
main I do not expect to go any further 
afield for business than the same sources 
that have been providing leads right 
along; but I do hope to keep these ave- 
nues open for me with as much intelli- 


‘ gent service and attention as I can give. 





tate value and installments each year, 
and the value of a paid-up policy, cash 
value or monthly income amount at the 
age selected to end premium payments. 
Each plan is presented separately to 
maintain concentration, and then the 
relative figures are compared. In his 
discussion, Mr. Lattimer purposely omits 
reference to the type of contract being 
considered, except to answer questions, 
but concentrates on what they will pro- 
vide and lets the prospect and his wife 
choose on that basis. 


DALLAS BUSINESS SESSION 


Twelve branch office managers from 
Texas, Oklahoma and Kansas, of Great 
American Reserve, Dallas, are holding a 
two-day business session with their com- 
pany executives at the Bater Hotel, 
Dallas, 
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: ALC Annual Meeting 


At Chicago October 4-7 


pROGRAM NEARING COMPLETION 





Schedule of Sessions; Membership of 
Convention Now at All-Time 
High of 220 





Plans for the forty-third annual meet- 
ing of A erican Life Convention, to be 
held at the Edgewater 3each Hotel, 
Chicago, October 4, 5, 6, and 7, are 
developit rapidly and W. E. Bixby, 


president. Kansas City Life, and chair- 
man of tle program committee, has an- 
nounced that the program arrangements 


for the general sessions are- nearing 
completi Mr. Bixby’s associates on 
the program committee are S; J. Hay, 
president, Great National Life, Dallas; 
Alexander T. Maclean, president, Massa- 


\futual; H. W. Manning, vice 
resident and managing director, Great- 
West Life, Winnipeg: and Cecil Woods, 
presiden Volunteer State Life. 


chusetts 


Similar reports have been received 
from the chairman of the Convention’s 
legal, financial, agency, and combination 


companics sections. Details of the gen- 
eral and sectional programs are expected 
to be released at an early date. 

The general on ‘October 6 
and 7, will be presided over by R. B. 
Richardson, president of the Convention 
and president, Western Life, Helena, 


sessions, 


Montana. Chairman B. M. Anderson, 
counsel, Connecticut General Life, will 
preside over the sessions of the legal 
section; Chairman David W. Gordon, 
financial vice president, Monarch Life, 
ver the financial section; Chairman 
Charles H. Heyl, agency vice president, 


Bankers Life. Nebraska, over the agency 
section; and Chairman’ Richard  B. 
Evans, president, Colonial Life, over the 
jinner meeting of the combination com- 
panies section. 


Schedule cf Sessions 


The schedule of the sessions will be 
is follows: October 4 legal section, fi- 
nancial section, combination companies 
section dinner meeting. October 5—legal 
section, finahcial section, agency section. 
October 6—general sessions. October 
7—-general sessions. The ,meeting will 
conclude with a banquet October 7. 

This year the Convention has given 
the practice of issuing formal in- 
vitations to the meeting. For many years, 
such invitations have been sent to a 
ng list of executives of member com- 
panies and others whose work or inter- 
ests have» been closely allied to the 
nterests of the Convention and its mem- 
bers. “Discontinuance of the practice,” 
said Robert L. Hogg, executive vice 
resident and general counsel of the 
Convention, “does not mean that those 
vho customarily receive invitations will 
i any less welcome at the forthcom- 


” 


ing annual meeting. 
The growth of the Convention during 
the past year to a recorl of 220 mem- 
her companies throughout the United 
Mates and Canada, as well as the fact 
that it is believed that the program, 
when completed, will be exceptionally 


strong, has led to the prediction that - 


the 1948 annual meeting will be one 
{ the largest, in point of the number 
ttending, ever held by the organization. 
\ registration of close to 1,000 life in- 
surance executives is expected. 


NAMED BY STATE LIFE 
Hilton Painter was elected vice presi- 
ent and board member of the State 
Life, Dallas. He will also serve as 
‘gency director. Michaux Nash was also 
elected a member of the board, and W. 
H. Snead was elected assistant secre- 
ary, 





NAMES HINDLE IN ONTARIO 


J. V. Owen, manager for Canada of 


te Guardian Assurance Co., announces 
he appointment of Robert Hindle, for- 
merly 
wency superintendent, 


Ontario inspector, as Ontario 


Prudential’s Orlando Ag’cy 
Gets Independent Status 


As an aid to the supervision of its ex- 
panding business in central Florida, The 


Prudential has given its office in Or- 
lando independent status. It will be 
known hereafter as the Orlando dis- 


trict office. This office heretofore has 
been a detached office in the Tampa 
district. Under the new setup, detached 
offices at Daytona Beach and Lakeland 
will be placed under supervision of the 


an assistant manager at Lakeland has 
been appointed district manager at Or- 
lando. A graduate of Eastern Illinois 
State Teachers College and a former in- 
structor of industrial arts at Memorial 
High School in Orlando, Mr. Mitchell 
joined Prudential as an agent in 1935. 
He served at Lakeland until 1940 when 
he was promoted to assistant district 
manager and transferred to Tampa. He 
returned to Lakeland early last year. 
Mr. Mitchell is vice president of the 
Lakeland Association of Life Under- 
writers and is a member of the Ameri- 


E. L. CHANDLER RETIRES 


E. L. Chandler has retired from the 
active management of the Philadelphia 
district of Baltirnore Life. E. M. Jones 
has been advanced to manager of the 
district. Mr. Chandler joined Baltimore 
Life as an agent in Allentown, Pa., in 
1911. He was appointed manager at 
Philadelphia in 1926. 


ENTERS MISS. AND NEB. 
Chas. E. Becker, president, Franklin 
Life, Springfield, Ill, has announced his 















































new Orlando district office. can CLU Society. He received his CLU company’s entry into Mississippi and 
Ivan J. Mitchell, CLU, who has been’ designation in 1947. Nebraska. 
} we " vow “ ~aeene aa ot dels * “Tye N . 
|; CONTINUOUS PERFORMANCE “ai 
ly \ ' 4 it ( ' i 
' PEAT . v ein Sk a Srey Teena TTT eT Ss 
id ape | Sa 
7) 3. WE 


like myself. 





OLD IN ITS EXPERIENCE ge 





A Friendly, HUMAN Company 


Excerpts from a letter recently received from one of our leading field 
associates, Isaac Loskove, of the Jeff Gros Agency in Memphis, Tennessee: 


“State Mutual is a friendly, human Company which has never 
lost the personal touch that means so much to field associates 


“During all the years I have been associated with State Mutual, 
I have been keenly aware of the friendly give and take—the 
spirit of cooperation—that exists between the Company and its 
field representatives. 


“I have been greatly impressed, too, by the strong sense of 
trusteeship that the Company feels toward its policyholders; by 
the spirit of fair play and liberality that at all times prevails. 


“State Mutual is a Company whose roots are deep in the past— 
yet whose outlook is youthful and progressive. It is truly a good 
Company to be associated with.” 


STATE:MU 


ASUNLAINCE 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


WOAL LIFE 


. YOUNG IN 
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ITS VIEWPOINT 
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Mrs. Jos. C. Behan Dies 
At Home on Lake 


WELL KNOWN AT CONVENTIONS 


Had Been Married More Than Half a 
Century; Brought Up in 
Albany, N. Y. 


Mrs. Katharine Behan, wife of Joseph 
C. Behan, 


Massachusetts 





retired vice 
Mutual 


years was head of that company’s pro- 


president of 


Life who for 


forces, was found dead in her 





C. BEHAN 


MR. AND MRS. J. 


bedroom of their summer home on the 
shores of Lake Wickaboag on July 21. 
Death was from natural causes. 

Mrs. Behan was one of the best known 
wives in the life insurance field. She 
had accompanied her husband to innu- 
merable conventions and they were a 
popular couple. Their fiftieth wedding 
anniversary was celebrated last year. 

A native of Albany Mrs. Behan was 
the former Katherine A. Wasserbach 
and her family had come to Albany from 
Holland. She met Mr. Behan at a 
church raffle. In Springfield she was a 
member of St. Michael’s Cathedral and 
the Colony Club. 

Two sons survive; Herbert G., an in- 
surance man; and Louis B. 
MORTGAGE BY MUTUAL BENEFIT 

A fifteen-year mortgage for $3,250,000 
has been taken on the new cooperative 
apartment at 880 Fifth Avenue, New 
York, by Mutual Benefit Life. This 
nineteen-story and penthouse, fireproof 
apartment is one of the newest luxury- 
type cooperative buildings. 

Located at the northeast 
Fifth Avenue and Sixty-ninth Street, 
the propertv overlooks Central Park 
Lake and adjoins the Frick Museum. The 
property is owned by the 880 Fifth Ave- 
nie Corporation and managed by Brown, 
Wheelock, Harris & Steven, Inc. Ham 
mond Harvey Braxton Co. served as 
broker in the transaction. 


corner of 


MANHATTAN LIFE ENTERS ORE. 

Continuing its program of sales ex- 
nansion on the West Coast, Manhattan 
Life of New York has entered the state 
of Oregon. Last September the com 
pany was admitted to the state of Wash- 
ington, and in February this year made 


its first general agency appointment 
there. naming LaBow. Haynes Co., 
Seattle, with Richard E. Smith, CTU, 


director of the life department. This 
agencv has made such substantial prog- 
ress that on July 1 it led its division in 
Manhattan Life’s summer sales contest. 
Home Office Agency Supervisor H. O. 
Seale, Jr. is in charge of directing and 
assisting all Pacific Coast agencies. 


OLIN F. FULMER TO RETIRE 





Harry T. Thurman to Succeed Him as 
Manager of Savannah Agency of 
Mutual Life of New York 


Harry T. Thurman has been ap- 
pointed to succeed Olin F. Fulmer as 
manager of the Savannah agency of 
Mutual Life of New York. Mr. Fulmer 
retires August 1 under the company’s 
retirement plan after forty-five years 
with the company, including seventeen 
years as Savannah manager. Mr. Thur- 
man, a former assistant manager at 
Savannah, has been a training assistant 
at the company’s home office since 
January 1947, 

The retiring agency manager joined 
Mutual Life in 1903 as a clerk in the 
Columbia, S. C. agency. Three years 
later he transferred to Savannah an as- 
sistant cashier and in 1911 he was pro- 
moted to cashier. Mr. Fulmer was 
named agency supervisor in 1914 and in 
1931 he began a seventeen-year tenure 
as manager of the agency. 

Mr. Thurman, a native of Hampton, 
Ga., was district manager in Savannah 
from June, 1945, to February, 1947, when 
he was advanced to be a training as- 
sistant. He joined Mutual Life in 
March, 1944, as a field representative 
of the Savannah agency. 


SUN LIFE MICHIGAN CHANGES 





W. H. Burlingame Associate Branch 
Manager at Detroit; C. F. G. 
Marchant in Lansing 


W. H. Burlingame has been named 
associate branch manager at Detroit for 
the Sun Life of Canada effective im- 
mediately and will assume full charge of 
the branch with the title of branch man- 
ager on December 13, 1948, when Lyman 
E. Malone, Sun Life’s present manager 
at Detroit retires under the company’s 
pension plan because of ill health. Mr. 
Burlingame, associated with the Sun 
since 1929, was formerly branch manager 
at Lansing. The retiring manager, L. E. 
Malone, has served with the company 
for more than twenty years, having 
joined as an agent in 1928. In 1929 he 
was named agency assistant at Newark 
and in 1934 was appointed branch man- 
ager at Toledo. Mr. Malone later served 
at Cleveland as assistant manager and 
as branch manager at both Wilmington 
and Detroit. 

C. F. G. Marchant now replaces W. H. 
Burlingame as Sun Life branch manager 
in Lansing. Mr. Marchant with the com- 
pany for more than twenty years, was 
formerly assistant manager at Detroit. 





BANKERS LIFE AGENCIES GAIN 

Forty-seven agencies of Bankers Life 
of Des Moines report a gain in insurance 
in force for the year to July 1. Highest 
percentage of gain was shown by the 
Robert E. Shay Twin City agency with 
5.89 


Named Assistant to the 


President of Home Life 


Pach Bros., N. Y. 
BURTON B. BROWN 


Burton B. Brown has been advanced 


to the newly created position of as- 
sistant to the president of Home Life of 
New York. In this capacity he will as- 
sist in various phases of company ac- 
tivities. 

Mr. Brown, who has been with Home 
Life for fifteen years, has occupied the 
position of mortgage secretary of the 
company. He is a graduate of Drake 
University, and later specialized in in- 
surance at the graduate school of Busi- 
ness Administration at the University of 
Pennslyvania. 

Robert A. Hoffman, mortgage super- 
visor, has been advanced to assistant 
superintendent of mortgages. Mr. Hoff- 
man has spent his entire business career 
with the (Home Life in its mortgage de- 
partment. He will assist William T. 
Thomson, superintendent of mortgages 
in the administration of the mortgage 
department. 

Mr. Hoffman’s activities with Home 
Life were interrupted during the pe- 
riod of military service. He returned 
from military service with the rank of 
lieutenant colonel. 


Peter G. Mode, special representative, 
Equitable Life Assurance Sociéty, Buf- 
falo, recently addressed the Jamestown 
Life Underwriters Association. 

Allan K. Shacketon, assistant district 
manager in Austin for John Hancock, 
has been named supervisor of the Dallas 
agency. 





‘co _ 





ACTUARY—LIFE COMPANY 


, Position open for right man to take full charge. Long 
established company with home office in the East, writ- 
ing ordinary and industrial. Fellowship desirable but 
will consider associate member. Salary commensurate 
with training, experience and responsibility. State age, 
educational and business background. 


Address J. J. J, c/o THE EASTERN UNDER- 
, WRITER, 41 Maiden Lane, New York 7, N. Y. 
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JAMES F. MacGRATH, Jr. 
General Agent 
THE UNITED STATES LIF 
INSURANCE COMPANY 
In The City of New York 








A RESPONSIBILITY 





The 1948 Estate Tax law makes 
substantial saving possible under cer. 
tain circumstances. 


Agents and Brokers serving clients 
of substantial means have a respon- 
sibility to see that they are made 
aware of the new provisions and con- 
sider revision of their present in- 
surance and estate distribution ar- 
rangements. Delay may result in a 
substantial loss to their families. 


We have some ideas on the subject 
and will be glad to share them with 
you. In any event don’t invite criti- 
cism by postponing action—arrange 
your discussions now and avoid ex- 
cuses later. 



















84 WILLIAM 
New York 


STREET 
7, IN. Ys 
Telephone: HA 2-7865 





ANNOUNCES PARTNERSHIP 
Allan Gates, Penn Mutual General Agent 
at Little Rock, Names Son, 


J. B. Gates 
Allan Gates, Penn Mutual Life gen- 
eral agent at Little Rock, has taken 
into partnership his son, James B, 


Gates, the partners to trade as the Gates 
agency. Mr. Gates has been general 
agent for twenty years and in the orig- 
inal contract he was signed up by Wal- 


William Hughes 
GATES 


JAMES B. 


lis Boileau, Jr.. who is now second vice 
president of the company and who at- 
tended the twentieth anniversary meet- 
ing of the agency at which time the new 
partnership was announced, 

The original cashier of the agency, 
Nell Newsom, is still cashier there. One 
of the graduates of the Gates agency 
was Paul Jernigan, who attended the 
anniversary and is at the present time 
the Penn Mutual’s general agent at 
Wichita. Another Gates graduate is 
James E. Rutherford, who at the pres- 
ent time is executive vice president of 
the National Association of Life Under- 
writers. 














30, 1948 
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Many Attend Nashem 
Housewarming Here 





AGENCY AT 110 E. FORTY-SECOND 


Delegation From Home Office; 
a Quarters Decorated by Sloane, 
N. Y. Furniture Firm 


agent, 
Forty- 


Leland O. Nashem, general 
Mutual Benefit Life, 110 
cecond Street, New York, held a house- 
on Friday of last week which 


East 


warmins 


attended by many general agents 


was 


Mutual. His early commercial experience 
was as sales manager for a chain of 


furniture stores. He entered the in- 
surance field with the Metropolitan Life 
in Seattle becoming an assistant man- 
ager. His college was University of 
Washington. 

From Home Office 


Attending the Nashem housewarming 
from the home office were President 
John S. Thompson, Vice President H. 
G. Kenagy and William W. Whitsell, 
J. R. Trimble, mathematician, Don 
Slee, assistant secretary; Richard Pille, 
director of agencies; Robert Wilkinson, 





Left to right—Seated: Ed Bannen, agent; H. Paul Stillman, Chairman; Lee 
Nashem, general agent; Bruce Palmer, vice president; Lucas Zulica, assistant to 
general agent. Standing: Dave Marsh, Robert Woodall, Joe Bennett, brokerage 
manager; C. J. Van Laarhoven, William Shuler, William Beers, Mel Bowen, Arthur 


Slobin. 


and .a delegation from the company’s 
home office. The visitors saw one of the 
most attractive general agency quarters 
in the city. The famous Fifth Avenue 
furniture concern of W. & J. Sloane did 
the interior decorating, and it included 
some furnishing of bright coloring. 

Mr. Nashem took charge of the agency 
Raymond F. 


January 15, succeeding 


l transferred to the 


Bierbaum who was 

Peoria, Ill., agency of Mutual Benefit. 
Mr. Nashem came to New York from 
Chicago where he made a_ splendid 


record building an agency for the Acacia 





N’western National Sets Up 
Service Office in Chicago 


Establishment of an agency field serv- 
ice office in Chicago by Northwestern 
National Life of Minneapolis is an- 
nounced this week by Ronald G. Stagg, 
president. The new service headquarters 
—the fourth such office the company has 
set up throughout the country—will co- 
operate with NwNL agencies in the Chi- 


cago, northern Illinois, and Indiana 
areas, 

Regional manager in charge of the 
new Chicago office is Viggo E. Jensen, 


associated with NwNL for the past eight 
years and since 1946 a member of the 
company’s home office field service de- 
partment. 

Like the company’s other regional 
offices in Des Moines, Columbus and 
Kansas City, the Chicago office will not 
be a producing agency but will be de- 
voted solely to bringing home office 
service closer to the NwNL agencies 
in its area. 

Before becoming a member of NwNL’s 
home office field service staff, Mr. Jen- 
sen was first a full-time fieldman in the 
company’s Chicago branch and_ later 
brokerage manager there. He is a vet- 


eran of World War II. 


Figures released by John W. Erwin, 
assistant to the Oklahoma Insurance 
Commissioner, reveal that $44,271,523 life 
INmsurance was written in new business 
during the year ending December 29, 
1947. This brings life insurance in force 
in Oklahoma to $1,764,538,105. Cleims 
paid were $11,936,456. 


director of training; Walter Fariss, 
director of field personnel; Jefferson 
Weed, assistant medical director; George 
Pillman, senior underwriter; Chauncey 
Brown, assistant director of agency 
finance; H. Petty, in charge of issue 
section. 

The accompanying picture was taken 
in Newark during a three-days confer- 
ence of new agents on company opera- 
tional principles and _ practices. The 
Nashem agents were photographed with 
Chairman W. Paul Stillman and Vice 
President H. Bruce Palmer. 


KREBS AGENCY OUTING 





Members of Its “Big Ten Alumni” and 
Guests Have Tamarack Country 
Club Affair 
The annual outing of the chief pro- 
ducers of O. A. Krebs agency, Aetna 
Life, 151 William Street, New York, was 
held at the Tamarack Country Club, 

Port Chester, N. Y., July 20. 
Among home office guests were Vice 
Presidents W. H. Dallas and Robert B. 


Coolidge, Medical Director Dr. J. G. 
Irving, J. E. Griffith, Jr., I. F. Cook, 
N. M. DeNezzo, and W. T. Runde. 


Those in attendance from the New York 
office of the casualty and fire depart- 
ments were Vice President J. E. Lewis, 
E. H. Mathews, H. F. O’Malley, W. A. 
Riordan, Howard D. Wright, E. L. 
Breen and Irving Lewis. Special guests 
were Roscoe Keffer, retired general 
agent; E. H. Hastings, retired general 
agent, and Dr. John C. Pierson, medical 
referee. 

For the third successive year Wes 
Cotterell posted the best golf score. 
Other leading scorers were Gerry Gil- 
lespie, John Balfe, Fred Montgomery. 
I. F. Cook and Ted Richardson. Kev 
O’Connor, who almost broke the course 
record for number of swings, was pre- 
sented with a bolo knife with directions 
for effective use in the rough. John 
Balfe has been a member of the Big 
Ten eleven times. Dick Reich has been 
chairman three times. 


SEEK ADMISSION TO OHIO 
The following insurance companies 
have filed applications for admission to 


Ohio: Dominion Life, Waterloo, Ont.; 
Wisconsin Life, Madison, Wis. ; 
Knights Life of America, Pittsburgh; 
‘North America Life and Casualty 


Minneapolis. 





State Mutual Appoints 
Coleman Group Actuary 





Matar 


JAMES F. COLEMAN 


State Mutual Life, Worcester, has ap- 
pointed James F. Coleman as actuary, 


Group department. Shortly after his 
graduation from Fordham University in 
1929, Mr. Coleman became associated 
with the Metropolitan Life doing re- 


search work in the mathematical branch 
of the Ordinary department. In 1936 he 
was transferred to the Group depart- 
ment where he has had a broad range 
of experience culminating in the position 
of being in charge of new business un- 
derwriting and the establishment of new 
rates. He is a member of the Actuarial 
Society of America and the American 
Institute of Actuaries. 

Mr. and Mrs. Coleman and their two 
children will shortly move to Worcester 
from their current residence in Chappa- 


qua, N. Y. 


Dramatize Company 
(Continued from Page 3) 


pearance were Fred Walker, vice presi- 
dent in charge of bond investments, and 
Howard Tobin, in charge of mortgage 
loans. Mr. Walker said in part: 

“We now have about one and three- 
quarter billions in the bond account, 
and another fifty millions in preferred 
stocks. In the first six months of this 
year we invested about $93,000,000. The 
average yield on new bonds acquired in 
1948 was at the rate of 3.22% as com- 
pared with 3.01% for the same period 
of a year ago.” 

Mr. Tobin said that for the first six 
months of 1948 new mortgage loans of 
$41,000,000 were placed, a net increase 
of about $25,000,000. 

The final introduction was of William 
B. Greene, a manufacturer of Aurora, 
Ill,, a member of the company’s policy- 
holders’ examining committee. 

In his concluding remarks Mr. Fitz- 
gerald said in part: 

“In our business, more perhaps than 
in any other, we must live in the future. 
We must maintain pleasant, efficient, 
satisfactory relations with our policy- 
holders because their constant respect 
is vital to our company’s character. But 
present respect is not enough. We can- 
not judge ourselves by today, tomorrow 
or the next day. Our friends go out 
and sell cars or refrigerators or houses, 
and if the paint chips, the current fails, 
or the roof leaks, they must answer 
for it fairly soon. But much of our 
service and many of our decisions are 
made in anticipation of events that will 





Cohen Going With Pru; 
Leaving N. Y. Dept. 


ACTIVE IN A. & H. MATTERS 





Law Graduate of Columbia; Joined De- 
partment as Attorney in Liquida- 
tion Bureau 


Victor S. Cohen of the New York 
State Insurance Department has been 
appointed a senior contract consultant 
of The Prudential’s Group department, 
and will enter upon his new duties Sep- 
tember 1, 

Mr. Cohen holds a 


3achelor of Laws 





VICTOR S. COHEN 


degree from Columbia University and is 
New York bar. He 
with the New 
York Insurance Department as an at 


a member of the 


first became associated 


torney in its liquidation bureau. Subse 
quently, he was appointed chief of the 
bureau. He has 


policy been particu- 
T 
t 


larly active in matters relating to acci- 
dent and health insurance. He assisted 
in drafting the Commissioners Official 
Guide for the Filing and Approval of 
Health 


tracts and has participated in many other 


Accident and Insurance Con- 
accident and health insurance activities 
Bee , ES i 
of the Commissioners’ association 

In his new capacity Mr. Cohen will 
assist in the preparation of Prudential’s 
Group contracts and related Group in- 
surance activities. 


DIANA MARIE HUPPELER DIES 


Diana Marie Huppeler, daughter of 
Lambert M. and Mrs. Huppeler, died 
last week. She was eleven. years old 


Following a requiem mass at St. Augus- 


tine’s burial Gate of 


Heaven 


Church, was at 
Cemetery, Westchester, last 
Friday. Lambert M. Huppeler, CLU, is 
agency England 
York 
Daw- 
Prior to 


manager for New 
Mutual at 527 Fifth Avenue, New 
He succeeded the late C. Preston 
son, who died last November 
joining New 
superintendent of agencies for 
chusetts Mutual. 

The Huppeler’s have another daug 
Carol Marie, age 7. 


Mutual he was 


Massa- 


England 








occur, not days or years, but decades 
hence. Our actions must be so patterned 
as to preserve the warmth and percep- 
tion of individual personality, but so or- 
ganized as to escape the limitations of 
individual perspective and the _falibili- 
ties of individual judgment.” 
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THE LABEL THAT SAVES LIVES 
“The Label That Keeps Death Away,” 
a story about Underwriters’ Laboratories 
published in the August issue of Coro- 
net, brings into sharp focus one of the 
major public services of the stock fire 
insurance industry. In a short article 
the author, Madelyn Wood, makes into 
a dramatic story the work of “a band 
of white-coated men in a big, gloomy 
building in Chicago” who spend their 
lives making America a safer place in 
which to live, 
start fires in order 


These engineers 


to prevent fires; they burglarize safes 


to make safes burglar proof;. they ex- 
pose themselves to dangerous chemical 
explosions to safeguard the public 
against such explosions. 

The 
histories, using for her purposes a fic- 
titious family named Smith. The Smiths 
Mrs. Smith forgot 


the electric 


author of the article gives case 


went on a vacation. 


to turn off iron. They re- 


turned in two weeks’ time and found— 
not the vestiges of a house burned to the 
ground but, thanks to the UL label, only 
a charred kitchen floor and the lamp 
dangling from its cord in the basement. 

While 


burglars cut a hole through the wall of 


the Smiths were on vacation, 


a store next to their local bank and set 


off a charge of nitroglycerin but the 
vault remained locked—beaten by the 
UL label. 

The Smiths spent their vacation at a 


twelve-story beach hotel and fire broke 
out while they were there—but they slept 
peacefully through the night while seven 
floors below UL tested fire doors, fire 


resistant partitions and automatic sprin- 


klers snuffed out the flames, 

Miss Wood tells the story of the 
origin of the Laboratories, which insur- 
ance people know is a non-profit re- 


the stock 
fire insurance companies of the National 
Fire 


search organization to which 
the 
initial contribution and of which manu- 


Board of Underwriters made 
facturers now voluntarily pay the actual 
cost in order that their products may 
the UL label. well ac- 
quainted with the UL story the insurance 


industry is, the lay public rarely gives 


bear However 


it a thought and publication of such an 
article in a magazine of national circula- 
tion seems to this paper to be public 
relations at its: best. 

The author tells of the founding of 


the Laboratories; how the movement 
grew out of the Columbian Exposition at 
Chicago in 1893, when lights 
were still somewhat of an innovation and 


a series of fires broke out in the exposi- 


electric 


tion buildings under construction, many 
caused by the “newfangled” lighting. 


Some Boston insurance companies sent 
out an engineer named William Henry 
Merrill whose reports paved the way 
changes that made 
ods much safer. He saw the need for 
a permanent laboratory for safety de- 
up $300 worth of crude 
a firehouse in Chicago; 
to propose that the stock 


for wiring meth- 


vices; rigged 
equipment in 
had the vision 
companies join forces to make the labo- 
ratory the official testing station of the 
industry, and so Underwriters’ Labora- 
tories was born. 


CANADIAN PROVINCE 
INSURANCE 


LO. SELL 


Life insurance policies for residents of 
Saskatchewan, at what is called “dras- 
tically reduced premium rates,” is 
of the immediate objectives of the so- 
cialist CCF government in the province, 
according to Canadian news dispatches. 


one 


The policies, it is stated, will be issued 
by the government itself; will be com- 
parable to those now issued by the life 
insurance companies but will be sold at 
levels which may range anywhere from 
10% to 20% than 
available through the regular channels. 


less contracts now 


Before life insurance becomes an ac- 
tive part of the government’s insurance 
program it is understood that there will 
be put into operation a contributory pen- 
sion scheme. This will be so designed as 
to offer stiff competition to life insur- 
ance companies which are selling annui- 
ties in the province. 


What has or less decided the 
government, which was recently elected 
by a comfortable majority to rule Sas- 
katchewan for the next five years to go 
ahead with a program of life insurance 
is a resolution recently passed by the 
CCF party in Regina. Prior to the pass- 
ing of the resolution, prominent CCF 
personalities openly criticized the life 


insurance companies claiming they were 


more 


(Continued on Page 20) 











Harris & Ewing 
BRIGHAM 


ELBERT 8: 


Elbert S. Brigham, former president of 
National Life of Vermont, was presented 
with a Tiffany sterling silver pitcher and 
tray at the board of directors meeting 
last week by President Ernest M. Hop- 
kins on behalf of the officers and direc- 
tors of the company “in grateful appre- 
ciation of his leadership.” It was the 
first board meeting Mr. Brigham has 
attended since January as he underwent 
an operation soon after his retirement. 
He is now in excellent health and is 
carrying on the duties of president cf 
the American Jersey Cattle Club to 
which he was elected recently. 

ie “ikeoe 

W. Harold Leonhart, who runs a suc- 
cessful agency in Baltimore, has been 
covering a lot of ground in the past 
several weeks. In June he attended the 
International Civitan Club convention in 
Toronto and then went on to St. Paul 
where he conducted a safety and insur- 
ance program at the annual convention 
of the American Taxicab Association. 
A few weeks ago he visited the home 
office of the American Fire & Casuaity 
at Orlando, Fla. This is one of the 
companies he represents in Baltimore. 
In addition to his direct business Mr. 
Leonhart handles considerable reinsur- 
ance business. 

aa oe 


Elias Meieran, Herman Moss agency, 
Equitable Society, Cleveland, received a 
medal from Norway for “great services 
during the war.” It was the decoration 
of Haakon VII Liberation Medal. 

* .  * 

William H. Siegmund, general agent 
at Los Angeles for Connecticut Mutual, 
has been elected commanter of the ‘Los 
Angeles Chapter, Military Order of 
World Wars. 

* * x 

Millard A. Samuel, CLU, a representa- 
tive of New England Mutual Life’s 
Portland, Ore. general agency, has been 
notified that he has become a qualifying 
member of the 1948 Million Dollar 
Round Table. A New England Mutual 
fieldman for the past thirteen years, he 
is a popular speaker and writer on life 
insurance. His latest book “Help Your- 
self to Sales” has recently been released. 

* * 

Allen May, president, Mutual Savings 
Life of St. Louis, has been elected to 
the board of trustees of the Missouri 
Public Expenditure Survey. The survey 
group is a state taxpayer association in- 
terested in more efficient and economical 
Federal, state and local government. 






L. E. Harris, general agent at Rawlix 
Wyo., for Ohio National Life, was re. 
cently elected president of the Lion 
Club of Rawlins for the coming year 

8 ) 








William M. Duff, CLU, general ager, 
Equitable Life Assurance Society Pitts, 
burgh, as president of the local chap. 
ter of the Sons of the American Reyp. 
lution, awarded medals to the outstand. 
ing members of the R.O.T.C. in Pitts. 
burgh’s three big universities—Pitt, Car. 
negie Tech and Duquesne. Mr. Duff 
also awarded Good Citizenship Medals 
to a member of each school in thy 
Pittsburgh district. 
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x o* 

George F. B. Smith, vice president ;; 
charge of agencies of Connecticut Mp. 
tual Life, was guest of honor at the 
annual outing of the William T. Ear 
agency, metropolitan Cincinnati general 
agents of the company, Tuesday at the 
Miami Club at Miamiville. William T 
Earls, head of the agency which has sub. 
offices in Hamilton and Middletow 
Ohio, presided. 

- is 

James McCaughey, associated with the 
Myer agency, Mutual Life of New York 
in this city, has been elected presiden 
of Glen Rock, N. J., Chamber of Com- 
merce. 

* * * 

Howard Daugherty, assistant mana- 
ger, Mutual Life of New York, Denver, 
has been elected president of the new) 
established Lions Club at Berthoud, 
Colo. 

* * * 

John J. Mulder, agency Chicago mana- 
ger for Mutual Benefit Life, was re- 
cently elected chairman, life insurance 
group, Junior Association of Commerce 
in Chicago. 

* * x 

Edward Leuzarder, supervisor of rec- 
ords, agency department, Mutual Bene- 
fit Life, was elected president of the 
Pelican Club for the year 1948. Mildred 
F. Stone, CLU, director of policyowner 
services, has been elected president of 


the Women’s Club. 





Gordon 


ce 
EDWARD H. O’CONNOR 


Edward H. O’Connor, managing direc- 
tor, Insurance Economics Society ol 








America, became a grandfather several 
weeks ago, and on July 4 he came to 
New York where his daughter, Mrs 
Laurette Kathryn Koller lives, to attend 
her baby daughter’s christening. The 
father, also an insurance man, is 
Stanley Koller of Equitable Life Assur- 
ance Society’s home office agency de- 
partment. At the christening Mr. O’Con- 
nor was designated god-father of the 
baby who is named after her mother. 
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F. H. Hulford Official Starter of 
Olympic Games 


For the important job of Official 
Starter at the Olympic Games to be held 
in London this year, the Committee has 
selected F. H. Hulford. Mr. Hulford was 
employed in the London office of the 
Pear! Assurance Co., Ltd. and retired 
recently on pension after more than 
forty years’ service. 

In the early part of this century he 
was one of the world’s leading athletes 
and probably one of the most versatile 
as he won about three hundred prizes 
for distances ranging from 100 yards to 
twenty miles. He represented England 
in the Olympic Games at Stockholm in 
1912 in the 800 and 1,500 metres and 
among other events won the English 
Cross Country International Champion- 
ship in 1905, Amateur Athletic Associa- 


tion 4-mile Championship in 1906 and 
was second in the 20-mile Paris Road 
Race in 1905. For many years he has 
been a familiar figure as the Official 


Starter in important track meets in Eng- 
land and very few people have been 
known to beat the gun when Freddie 
Hulford was Starter. In one champion- 
ship meet in England he did something 
which may be unique in track history. 
In the 100 yard dash one of the com- 
petitors was left on the mark after the 
race had started. ‘He was apparently 
day-dreaming and just didn’t get started. 
Hulford stopped the race, called all com- 
petitors back to their marks and_ told 
them that as the Starter he was re- 
quired to get them off together and the 
event was run again. 
* * Kk 


Sports As An Industry 


\n unusually interesting article on 
sports as an industry is the principal 
feature in the current issue of The 
Index, published by New York Trust 
Co. It says that annual expenditure on 
all forms of sports in the United States, 
including participation in these and paid 
admissions at various types of athletic 
contests, were between $3 billion and $4 
billion in 1946 and may amount to as 
much as $5 billion this year. Its au- 
thority for the sums spent on these rec- 
reations is “the New Encyclopaedia of 
Sports.” The figures were prepared for 
the encyclopaedia by Frank G. Menke. 
Subjects covered by Menke are angling, 
firearms, motorboat, golf, bowling, ski- 
ing and miscellaneous. In 1946 $400,000,- 
000 was paid in admission fees to these 
events, 

That substantial part of the expendi- 
ture went for providing facilities which 
participants and spectators could enjoy 
was patent. Baseball and football stadi- 
ums now number in the hundreds. Golf 
courses cost a pretty penny. So do rac- 
ing tracks. The World , Almanac for 
1948 lists approximately 200 large stadi- 
ums. Some race tracks cost as much as 
$4,000,000. Baseball diamonds are valued 
from $2,500,000 down. 

New York Trust Co. says that there 
are about 20,000,000 bowlers in the na- 




















The American League 


“ 
sanc- 


Bowling 
has about 1,600,000 members in 
tioned” leagues. These leagues now num- 
ber 29,000. Bowling equipment has been 


tion, 


greatly improved. Many alleys are now 
air-conditioned. Investment in retail 
bowling establishments in 1942 was es- 
timated at $770,000,000. This year more 
than 38,000 men participated in the 45th 
annual tournament for prize money ex- 
ceeding $400,000. In the women’s 1948 
tournament some 10,000 bowled for more 
than $50,000 in prizes. 

According to Golfdom there are 4,870 
golf courses in the United States valued 
at $726,000,000. 

Basketball players number 
15,000,000 and 16,000,000. 

In major league baseball last year the 
attendance was nearly 20,000,000 admis- 
sions. 

Horse racing draws nearly 25,000,000 
people a year. Boxing attracts 25,000,000. 

Fishermen and hunters spend millions 
on equipment. 


between 


* * * 


Sport’s Effect on Other Industries 

The significance of sports industry to 
the national economy furnishes the 
theme for the concluding paragraphs of 
the New York Trust Co.’s comments on 
sports. It Says: 

Most hunters and fishermen, for ex- 
ample, must travel considerable distances 
to hunt or Railroads, the auto- 
mobile and oil companies, steamship and 
airlines and many industries allied with 
transportation benefit commercially from 
hunting and fishing, as well as do the 
makers of firearms and ammunition, fish- 
ing tackle and small boats. 

Normally about 25,000 tons of steel, 
in addition to large quantities of copper 
and lead, are required for the mann- 
facture of sporting rifles, shotguns and 
pistols. 

Golfers, bowlers, tennis players, skiers, 
skaters and the devotees of other sim- 
ilar activities need special sportswear 
which adds materially to the volume of 
business done by the manufacturers of 
textiles and shoes and boots. The United 
States Department of Commerce reports 
that sales of women’s sportswear in 1946 
amounted to $265 million, a gain of 12% 
over 1945. 

The Department of Commerce figures 
indicate that swimmers alone now num- 
ber between 50 million and 60 million 
persons as compared with a_ prewar 
maximum of some 45 million swimmers. 
In the prewar years, ebout 15 million 
swimming suits were sold each year, and 
it was estimated that for 1947 sales would 
total from 17-18 million units. 

Cost of original clothing outfits for 
skiers was placed by the Department at 
about $50 each. Skiers were estimated 
to number at least 3-5 million with 
some estimates running as high as 10 
million, with many of them’ beginners 
so that recent total expenditures on ski- 
ing sportswear would amount to many 
millions of dollars. 

Sales of food and beverages, particu- 


Cat 
fish. 


larly beer and soft drinks, peanuts, pop- 
corn and confectionery, are naturally af- 
fected by the attendance at athletic con- 
tests. Even Government agencies are 
beneficiaries of the sports industry 
through taxes upon attendance as well 
as from the sale of hunting and fishing 
licenses. 

Sales of books on sports, according to 
publishers’ records, have more than 
doubled in the last 10 years and may 
amount to as much as $1 million an- 
nually. The increase has been particu- 
larly notable in stores selling sporting 
goods, where it has been found that 
book departments increase sales of 
sports equipment. Records of the lead- 
ing publisher of books on sports indi- 
cate that most of the company’s sales 
of these books are now made in stores 
selling sports equipment. Books written 
by experts telling others how to im- 
prove their techniques in various sports 
have enjoyed tremendous sales in recent 
years. 

* * * 
Child Safety Booklet Issued by 
Aetna C. & S. 
booklet on child 


safety, entitled “Keep Them Safe,” has 


Release of a new 
been announced by the public education 
department of Aetna Casualty & Surety. 

Aimed at cutting the high toll of ac- 
cidental death and injury among young 
booklet 


each of 


children and “teen agers,” the 


describes hazards common _ to 
the four ages of youth. These are: 

“The Age of 
when children are unaware of danger; 
“the Experimental Age,” six to nine, 
when new objects are most fascinating; 
“the Quicksilver Age,” 10 to 12, when 
they are always “on the go,” and “the 
Reckless Age,’ 13 to 16, when adoles- 
cents most frequently tend to take 
chances. 

Aithough addressed primarily to par- 
ents, “Keep Them Sate” is so simply 
written and illustrated that it can be 
easily understood by youngsters as well. 

The new 
tribution by 
the country 
public relations work in the 


Innocence,” one to five, 


booklet is designed for dis- 
\etna agents throughout 
a part of their continuing 
field ot 
saletly 


* * * 


Safety F.lm News Builetin To Be 


Issued for Engineers 

A new bulletin service to keep insur- 
ance company engineering departments 
informed on new safety films and de- 
velopments in the visual aids field has 
been announced by the accident preven- 
tion department, Association of Casualty 
& Surety Companies. Called “Safety 
Film News,” the bulletin will be issued 
periodically to engineers of Association 
member companies and their staffs. 

‘the first issue discusses a device for 
reducing foreign noises in sound slide- 
film projectors, and reports the annual 
awards of the National Committee on 
Films for Safety. 


* * * 


Gilliland Observes 25th Anniversary 
With Hartford 
John A. 


( Gilliland, associate resident 
manager of the Hartford Fire Insurance 
Co., department of Southern California 
in Los Angeles, celebrated his twenty- 
fifth anniversary with the company this 
month. Born in San Francisco, he at- 
tended the University of California, 
graduating in 1923, and specialized in 
mechanical engineering. 

Practically all of Mr. Gilliland’s busi- 
ness life has been spent in the service 
of the Hartford, where he started as an 
inspector in the special service depart- 
ment in San Francisco. He was trans- 
ferred to Los Angeles and became spe- 
cial agent in 1927. In 1933 he was placed 
in charge of the special risk department 
in the Los Angeles office. When the 
Hartford established its department of 
Southern California, he was made resi- 
dent manager on February 1, 1947. 
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A. LESLIE LEONARD 


To Supervise Life Courses for N. Y. 


Insurance Society 

Dean Arthur C. Goerlich of the School 
of Insurance of New York Insurance So- 
ciety, announces appointment of A. Les- 
lie Leonard to supervise the life insur- 
ance activities of the school. Last year 
the Society had more than 600 students 
in life insurance. 

Before coming to the Insurance So- 
ciety as Dean Goerlich’s assistant in 
March, 1946, Mr. Leonard spent four 
years as a life insurance producer, for 
the Connecticut Mutual Life. He won 
his Master’s degree on a thesis concern- 
ing certain aspects of the life insurance 
business. 

Mr. Leonard is a native of New Jer- 
sey. From 1932 to 1936, while an under- 
graduate at Rutgers University, his ac- 
tivities included Varsity baseball and de- 
bating, in addition to the studies whici: 
gained him his B.A. cum laude in Busi- 
ness Administration. For four years 
he was manager of the Rutgers debating 
team, arranging over 300 debates a year 

an activity which entailed trips as far 
south as Florida and west to Chicago. 

Two years in graduate work at Rut- 
gers and another two as a laboratory 
technician for Western Electric preceded 
Mr. Leonard’s service in the United 
States Navy, which he joined in 1943. 
There he became associated in turn with 
two aviation schools, helping to organize 
courses of instruction, preparing lesson 
plans, outlines, visual aids, testing pro- 
cedures, etc., and participating in the in- 


struction of officers and enlisted men. 
He was graduated from the Naval 
Teacher Training School, and later, 


while on leave from the Navy, he sat 
for the examination for M.A. at Rutgers 
and received that degree in 1945. Mr. 
Leonard is a member of the National 
Association of Scientific and Specialized 
Personnel, and was also elected to Psi 
Chi (National Honorary Psychological 
Society) and to Tau Kappa Alpha (a na- 
tional honorary debating society). He 
also belongs to Alpha Kappa Pi. 

The Insurance Society’s classes for 
CLU candidates will meet in the after- 
noon from 3:30 to 5:30, running approxi- 
mately from October to June, once a 
week for each one of the different 
classes. The educational an- 
nouncement describing all courses in de- 
tail is obtainable upon request at the 
Society’s office at 107 William Street, 
New York. 


school’s 


* #£ 4 


Opens New Spokane Office 
The New York Underwriters Insur- 
ance Co., effective August 1, will open 
a Spokane office with Jack R. Warner, 
formerly manager of the insurance de- 
partment of Hege & Co., Spokane, as 
special agent. 
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Denies Rate Bureau 
California License 


BENJAMIN MAKES _ DECISION 


Stays Order for 30 Days; Calls Manda- 
tory Submission of Dailies and Cod- 
ing Activities Non-essential 

The Pacific Fire Rating Bureau’s ap- 
plication for license as a rating organiza- 
tion under the terms of the new rate 
regulatory law, has been denied by the 
Department of Insurance, in a decision 
handed down July 22 by Deputy Insur- 
ance Commissioner H. A. Benjamin, sit- 
ting in place of Insurance Commissioner 
Wallace K. Downey. The denial, how- 
ever is modified if, within thirty days, 
the bureau presents satisfactory evidence 
mye the rules, regulations and practices 
of the bureau have been so amended as 
to meet the requirements of the Insur- 
ance Commissioner, then the order will 
be vacated and a new order issued. The 
order of suspension reads: 

“That the application of respondent for 
a license to act as a rating organizz ition 
under the provisions of Chapter 9, Part 
2, Division 1 of the Insurance Code, be 
and the same is hereby denied; provided, 
however, that the execution of the order 
of denial herein above made is stayed 
for a period of thirty days within which 
time respondent may present evidence 
satisfactory to the Insurance Commis- 
sioner that its by-laws, general rules, 
operating rules, and practices, have been 
so amended as to avoid the violz itions of 
law hereinabove recited, in which event 
the order of denial will be vacated and 
a new order made herein.” 


Mr. Benjamin’s decision came as the 
result of a hearing at the San Francisco 
office of the Insurance Department, 
April 19-29, 

In his findings of fact he 
the Board of Fire Underwriters of 
Pacific and the bureau “are 
separate organizations, neither of which 
controls the other or seeks to enforce 
the rules and policies of the other.’ He 
also finds that “members and subscrib- 
ers of respondent write more than 95% 
of the total premiums in fire and allied 
lines of insurance written in the state 
of California. The rating service of 
respondent is valuable to fire insurers in 
the conduct of their business and the 
loss of membership or subscribership 
would be a serious loss to any insurer. 

He also says “General Rule III and 
Operating Rule V, as amended for Cali- 
fornia, require the maintenance and 
operation by respondent of a stamping 
office to which every member and sub- 
scriber shall prompty submit daily re- 
ports of all risks written or bound and 
all additional or return premiums or en- 
dorsements.” 

Again he “Respondent neither 
keeps nor has kept any record of any 
kind of the dailies which pass through 
its stamping office and no statistics of 
any nature are or have been compiled 
from the information contained in such 
dailies.” 

Again quoting: “General Rule III mak- 
ing mandatory the submission of dailies 
is not essential for the discharge of the 
rating function where the regulatory 
system, as here, forbids agreements to 
adhere to rates and leaves each member 
free to deviate from promulgated rates 
if it wishes.” 

“The coding ac tivity of respondent,” 
Mr. Benjamin says, “is not essential to 
the making of rates or of sufficient im- 
portance to warrant a mandatory rule 
requiring the submission of dailies for 
that purpose, or a requirement that a 


that 
the 
presently 
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Insurance Lawyer Named 


Ambassador to Australia 


Myron S. Cowen, partner in the New 


York and W ashington legal firm of 
Watters, Cowen & Baldridge, left by 
plane July 26 to assume his new post 
as ambassador to Australia. His ap- 
pointment was made by President Harry 
S. Truman. His headquarters will be at 
Canberra, capital of Australia. 

Mr. Cowen has been in charge of the 
Washington office of the law firm since 
he resigned as Commissioner of the 
Court of Claims, at Washington. Thomas 
Watters, Jr., of the firm is particularly 
well known to insurance people. A na- 
tive of Iowa, he was at one time deputy 
of the Iowa Insurance Department. For 
some years he was in charge of the 
social security division of the National 
Board of Fire Underwriters. 


DIVIDEND FOR NORTHEASTERN 

Directors of the Northeastern Insur- 
ance Co. of Hartford have declared a 
dividend of twenty-five cents a share 
payable August 16 to stockholders of 
record July 31. 





member or subscriber pay for that serv- 
ice if he does not want it.” 

“Respondent’s Operating Rule X re- 
quires all members and subscribers to 
report promptly all agency appointments 
and all cancellations or alterations there- 
in,” is another fact, he points out. Then 
he holds: “The mandatory stamping 
operation and the report of agency ap- 
pointments are the basic mechanics 
through which respondent’s predecessor 
enforced adherence and compliance with 
its agency rules.” 

Taking cognizance of the factual find- 
ings, Mr. Benjamin reaches these con- 
clusions: Board and bureau are separate 
organizations; conduct of respondent 
complies with Section 1854.1(a) of the 
code with respect to admission to mem- 
bership or subscribership; stamping bur- 
eau is not essential to respondent's rat- 
ing functions; coding activity is not 
essential to rating functions; respond- 
ent’s functions is making of rates, with- 
out either audit or coding services; re- 
spondent’s requirement that members 
and subscribers accept and pay for 
auditing and coding services does not 
conform to law; respondent’s require- 
ment that members and subscribers ac- 
cept and pay for these services is an 
unreasonable charge against those not 
desiring the services and is in violation 
of the law; respondent's rule V has the 
effect of requiring adherence to rates 
or to filed deviations and is in violation 
of law; respondent’s General Rule III 
and Operating Rule V requiring “mem- 
bers and subscribers to submit to re- 
spondent all policies issued or bound by 
them and all additional and return pre- 
miums and endorsements, is an attempt 
by respondent to exercise powers in ex- 
cess of those authorized ... in that 
such submissions are not essential to 
respondent’s rate-making functions; re- 
spondent’s operating Rule X requiring 
“members and subscribers to report to 
respondent all agency appointments, 
cancellations and changes within fifteen 
days after being made,” is an attempt 
by respondent to exercise powers in 
excess of those authorized . in that 
such submissions are not essential to 
respondent's rating function.” 

This decision has caused a great deal 
of agitation in California as many insur- 
ance men are of the opinion that the 
bureau’s stamping, auditing and coding 
activities are necessary to carry out.the 
provisions of the state’s new rate regu- 
latory law. 


Predict Many Kansas 
Wind and Hail Claims 


WHEAT HAIL LOSSES HEAVY 


Wichita Weather Bureau Calls Recent 
Storm Most Intense With Greatest 
Damage in Bureau's History 


Adjusters and insurance interests in 
Wichita, Kan., are agreed that the wind, 
hail and rainstorm of July 14 will far 
exceed the April, 1944, storm in number 
of claims and the loss will be even great- 
er since there were a number of heavy 
wind losses and numerous large water 
damage claims from windows smashed 
out by hail. The Weather Bureau re- 
ports the wind reached at least 100 miles 
and probably greater though their in- 
struments only registered up to 100 
niles. The Wichita office reports the 
storm the most intense with the great- 
est damage of any since the Weather 
3ureau was established there. Adjusters 
report damaged property in the worst 
mess they had ever experienced. It now 
appears that the storm extended as far 
east as Tulsa, Okla. though the wind 
only reached about 80 miles there. 

Hail loss to wheat in areas where 
heavy rains of the past three weeks had 
prevented harvest will be difficult to de- 
termine. The wheat had ripened and 
much of it was flat on the ground from 
the rains and water before the hail. It 
is probable that much of the crop in 
these conditions could not have been 
harvested and so it is doubtful if the 
hail actually caused any further damage. 
Hail adjusters met in Wichita July 19 to 
discuss the situation which is quite criti- 
cal and decide on a course of action. 
Much wheat remained to be cut in Sedg- 
wick, Sumner, Harper and western Reno 
Counties and the hail was especially 
damaging in the vicinities of Conway 
Springs, Wichita and Nickerson. 

Further west very little of the crop 
had not been harvested as rains during 
the previous weeks had not been so con- 
tinuous. Corn and row crops were bat- 
tered to the ground in these areas as 
were truck farms in the Arkansas River 
valley, much of it being a total loss. 
Rains have continued each day since the 
July 14 storm and there is much flooding 
of farm areas in the eastern half of 
Kansas which is washing shocked wheat 
downstream. Highways are blocked in 
many areas and some towns in the east- 
ern part of the state were isolated early 
this week. Dikes at Hutchinson held the 
overflow out of the business district 
though manv blocks of the residential 
district were flooded and basements 
filied with water, 


Morton Salt Co. Loss 


The Morton Salt Co. plant in South 
Hutchinson suffered the largest wind 
loss there, when a large section was 
unroofed with damage estimated at 
$50,000. The County Poor Farm located 
about two miles south of the salt plant 
was unroofed but none of the inmates 
were seriously injured. It is probable 
that the buildings were damaged beyond 
repair. A natural gas pumping station 
near the Navy Base south of Hutchinson 
was demolished and the loss may tun 
upwards of $25,000. 

In Wichita the loss to t he 
a fire resistive seventeen story structure, 
may run $80,000, the one hundred foot 
Neon sign on the roof which crumbled 
under the wind being estimated at 
$66,000 with an additional $20,000 damage 
to furniture and decorations from water 
driven by the wind into rooms on the 
north side following crashing of hun- 
dreas of windows by the hail. A large 
wholesale dry goods firm will suffer a 
sizeable business interruption loss in 
addition to the stock loss also from rain 
entering the broken windows in this 
five story building. Total loss may run 
up to $100,000 

Several large warehouses of the Cole- 
man Ine. stove and furnace factory also 
sustained losses from water damage. 
Crated finished stocks are being opened, 


Allis Hotel, 





EASTERN AGENTS SET DATEs 
Territorial Conference of NAIA to , 
Held at Baltimore, March 14-15, 
Morton V. V. White Is Chairman 
The eastern territorial conference oj 
the National Association of Insurance 
Agents will meet at the Lord Baltimore 
Hotel, Baltimore, March 14-15, 1949, Th, 
territorial conferences replace the forme; 

mid-year meetings of the NATA. 

Morton V. V. White, Harrisburg, Pa, 
has been named chairman of the cop. 
ference and William H. Wiley, Hartford, 
executive secretary of the Connecticy; 
Association of Insurance Agents, yilj 
serve as secretary. 

The territory embraced by the eastery 
conference includes all of the New Eng. 
land states, New York, New Jersey 
Pennsylvania, Maryland, Delaware, Wes 
Virginia and the District of Columbia, 
The total membership of the eastern con- 
ference numbers 6,539 agencies. 

The only other regional conference 
to have set a definite date is the far 
west group, which will meet in San 
Francisco, April 7-9. At that time, the 
national board of state directors will 
hold its mid-year meeting. 





cleaned and recrated and the labor will 
possibly run this loss upwards of $50,000 
Their buildings are all fireproof and 
sprinklered but this was of no value ina 
storm of this nature. There were a 
score or more of similar large losses 
which will run from $10,000 to $40,000 
it is estimated. Such a loss occurred to 
a wholesale casket company near the 
Broadview Hotel. 

In addition to windows in the north 
of the downtown office buildings which 
went out by the hundreds resulting in 
drenching of offices, the Court House, 
County Jail, new Post Office, and num- 
erous churches suffered similar losses. 
Nearly 1000 windows were broken in 
each of the fireproof North High and 
East High buildings almost five miles 
apart and practically no school building 
in Wichita escaped loss. Wired glass 
metal frame fireproof windows in down- 
town office buildings withstood the 100 
mile wind and hail and several buildings 
with such windows escaped loss of any 
consequence. 


Expects Many Claims 

E. Y. Dukes, secretary of the Central 
States Fire who just returned from his 
vacation the morning of July 15, esti- 
mates the Wichita loss to his company 
far in excess of the 1944 storm. He is 
expecting up to 2,000 claims from Wichi- 
ta alone with possibly an equal number 
from the storm area reaching to Tulsa 
from Ellis, Kans. Larger Wichita 
agencies already have up to 2,000 claims 
each and the total from Wichita will 
easily run up to 20,000. 


Wichita agents were glad to see 
George M. Montgomery, for over twenty 
years Wichita manager of the Western 
Adjustment among the emergency staff. 
The Western is getting well organized at 
Wichita with offices in the basement of 
the downtown KFH Building which will 
be convenient to agents and claimants. 

One state arent reported a_ blanket 
loss report from a western Kansas agent 
indicating that all of his assureds had 
suffered loss. The state agent replied 
asking for policy numbers and names of 
assured and estimates of the individual 
losses. 


The Wichita Association of Insurance 
Agents voted to run advertisements in 
the Wichita daily papers asking claim- 
ants from the wind and hail storm to be 
patient as there would likely be some 
delay on the part of the 100 or more 
adjusters in reaching the more than 
26,000 who suffered loss. It was pointed 
out that experienced and qualified ad- 
justers had been brought to Wichita to 
augment the staffs of the Wichita ad- 
justing firms but that if any unusual 
circumstances developed in connection 
with any settlement for the assureds im- 
mediately to contact their agent or ag- 
a. The adds were run Sunday July 
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Beck Will Address 
Admen’s Conference 


pLAN FOR CHICAGO MEETING 


Duncan to Handle Stevens Hotel Reser- 
vations; Meeting Will Precede 
NAIA Convention There 
Thomas H. Beck, chairman of the 
hoard of Crowell-Collier, noted world 
traveler, has accepted an invitation to be 
guest speaker at the dinner at the annual 
meeting of the Insurance Advertising 
Gaaterence at the Hotel Stevens, Chi- 
ago, September 30- October 1. The din- 
ner will close the meeting on the eve- 

ning of October 1. 

Joseph A. Gernhardt, advertising man- 
ager, National Surety Corp., vice presi- 
dent of [AC and chairman of the pro- 
oram committee, is arranging a program 
featured by round table discussions and 
he invites members of the conference 
t) make suggestions to him of topics 
they wish to have discussed. 

The Hotel Stevens will have a block 
f rooms set aside for IAC members and 
their wives and guests and all reserva- 
tions will be handled through A. E. Dun- 
‘an, IJr., sales development manager, 
Kire Association Group, Philade!phia. 
\s the National Association of Insur- 
nce Agents will hold its annual con- 
vention at the same hotel October 4-7, 
ficers of the IAC suggest that mem- 
hers may want to consolidate their 
reservations for both conventions. 


IAC Continues to Grow 


Officers of the IAC express satisfac- 
ion with the continued growth of the 
mference and list the following new 
members who have joined it since the 
twenty fifth anniversary meeting In 
New York, June 3: 

\ Members: S. G. Johnson, advertis 
ng manager, American International 
Underwriters Corp., New York; E. R 
Hurd, Jr., assistant advertising manager 
American-Associated Group, St. Louis; 
Harry J. Cozad, superintendent of 
wents, Bituminous Casualty Corp., Rock 
Island, [1l.; Robert E. Gorman, advertis 
ng manager, Allstate Insurance 
Chicago. Associate Members: Mark 
Wells, editor and publisher, vanasere 
lournal, Low Angeles; Charles C. 
Greene, vice president and resident man- 

Doremus & Co., Chicago. 

The conference advises its members 

is informed on good authority that 
the new ruling by the Indiana Insur- 
ance Commissioner regarding the sub- 
mission of advertising copy to the De- 
partment for its approval applies pri- 
marily to companies domiciled in I[n- 
liana and particularly to mail order 
iccident insurance companies. “It is not 
an official’ order and does not apply to 
national advertising of any company,” 
> IAC concludes. 





JOINS ADJUSTING STAFF 

S. Freret, an adjuster of many 
years’ experience in Louisiana and Mis- 
sissippi, has joined the staff of the 
Franklin Adjustment Bureau, New Or- 
eans. 








Mrs. Dickinson; John J. Dickinson, Banking and Insur- 
John C, Conklin, Deputy Commis- 


Seated, left to right: 
ance Commissioner of New Jersey. 


sioner Christopher A. Gough and Alfred C. Sinn. 


The above picture was taken at a luncheon at the Swiss Chalet, Rochelle Park, 
, by a bey of friends of Mr. Dickinson, in honor of his appointment by Gov- 
. Driscoll as Commissioner of Banking and Insurance of New 
who had vacated the The new Commissioner | 
Republican state committee 
and was campaign manager for Gore Driscoll 
Mr. Conklin of Hackensack is immediate past president of the New Jersey 
Agents and is presently chairman of its public relations com- 
present president of ‘he organization. 
: ‘wasemnell Deputy Ceuniseoias. i [ 1 i 
iati t Insurance Commissioners. 


sociation of Ins urance 


MUTUALS ASK CHANGE IN VA. NATIONAL GENERAL LICENSED 


, and Farm Bureau Mu- 
from the Canadian Department 


have requested the 


IN VIRGINIA TURKEY INSURANCE IS OFF 


At mid-point in the 


with Richmond headquarters, 


but with a sharp decrease in the number 


of comm inies at ‘Atlanta, h: is el spend- 
His company is bh 


Richmond renewing 
He was accompanied 


of birds covered. 
million birds agai 


CHANGE CAPITAL STRUCTURE 





Louisville F. & M. Stockholders Vote to 
Reduce Capital and Transfer 
$500,000 to Surplus 
At a special meeting of stockholders 
of the Louisville Fire & Marine Insur 
ance Co. held this month, at which all 
outstanding stock was represented, it 
was voted unanimously that the officers 
of the company be directed to reduce 
the capital from $1,000,000 to $500,000 
and to transfer the released $500,000 to 
surplus. The president stated that on 
projected figures this arrangement would 
leave the company not only in posses 
sion of a large volume of good business 
at the end of the year but would, with 
the numerous security changes which 
have been made, leave the company in 
a stronger financial position than it had 

ever before occupied 

The meeting was called for a discus 
sion of methods of changing the capital 
structure of the company to prcvide for 
a greatly increased volume of business, 
and to consider whether or not it would 
be advisable to reinsure some of this 
business. It was decided that, in view 
of the profitable business now on the 
beoks and the fact that at this time the 
reinsurance market is a buyers’ market 
a reinsurance arrangement should not 
be made. 

The president reported that incurred 
expenses to written premiums for the 
first six months of the year had been 
very satisfactory and showed a great re 
duction from the previous year and fur 
thermore that the incurred losses to 
earned premiums for the first six 
months of 1948 were under 44% 


CANCELS LICENSE IN CANADA 
License of the Home Assurance C: 
Canada to collect premiums in Mani 





toba has been canceled, according t 
Superintendent of Insurance Herbert 
Hunter. Similar steps have been taken 
by the Superintendents in British Co- 
lumbia and Alberta. According to Mr 
Hunter, the Manitoba cancel cam 
ifter the Insurance Department grew 


concerned over heavy losses sustained 
in the company’s amtiomonite operations 
H. W. BELL HEADS INSTITUTE 
H. W. Bell, of the Royal-Liverpool 
Group, has been elected president for 
1948-49 of the Insurance Institute 
Montreal. Vice presidents are M. W 
Donald and A. J. MacD mald. - ynorary 
secretary is R. W. Coutt I 
ish; honorary treasurer, H. c 
Prudential of London. 


NAMED eager CHAIRMAN 
Alfred C. Sinn, Clifton, president 
the New pos Association of fear 
ance Agents, has appointed Stacey ( 
Oberman, Newark, chairman of the 
nominating committee to present a slate 
of officers at the annual meeting of the 
smansiation at Asbury Park, September 
23-24. Serving with Mr Oberman will 
be Robert C. Bauer, Rahway; Harry 
Murphy, Ridgefield Park; Raymond M 
Myers, Trenton, and S. Worthington, 

Camden. 
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” THE — An sae sone of inscrutable wisdom guarding the valley of A 
the Nile. The method: used in transporting and placing the huge blocks of living Ai 
stone is still a matter of wonder. Huge feline paws have been recently uncovered. 


ate . The Northern Assurance was organized in Aberdeen, Scotland in 1836 as an 
at ™& Agency Company. I* has remained an Agency Company all-ways. 
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Millers National Names 
Weghorn N. Y. Agent 


AGENT FOR FIRE DEPARTMENT 
Firm Also Has Added Home for Inland 


Marine and American Equitable 
for Automobile Lines 

Appointment of the e John C. Weghorn 
Agency, Inc., New York City, as metro- 
politan and suburban fire agent of the 
Millers National Insurance Co. of Chi- 
cago, effective July 20, is announced 
by John C. Weghorn, president of the 
agency. The appointment was made by 
Corroon & Reynolds, Inc., general agents 
of the Millers National in the territory. 

Mr. Weghorn also reports that, with 
the acquisition of the Millers National 
representation and its recent appoint- 
ment as inland marine agent for the 
Home Insurance Co., and automobile 
agent for the American Equitable As- 
surance Co. of the Corroon & Reynolds 
Group, the agency’s underwriting facili- 
ties have been greatly expanded. 


The Weghorn agency was formed by 


John C. Weghorn in 1935 as a nation- 
wide binding office. During the fifteen 
years of its existence, one department 
after another has been added. Each de- 


partment is supervised by a man of long 
company and agency training. 
Officers and Department Heads 

John C. Weghorn, president, entered 
the insurance business in 1918 with the 
Stuyvesant Insurance Co. where he 
served in various departments, later 
gaining experience in the nationwide un- 
derwriting branch. In 1927 he became 
manager of a general agency of the 
General Insurance Co. of America, which 
position he held until he formed his 
own agency in 1933. 

William J, DeVoe, vice president, in 
charge of nationwide underwriting, was 
associated with the Globe & Rutgers Fire 
Insurance Co. for about ten years, and 
with the General from 1934 to May, 1937, 
at which time he joined the Weghorn 
agency. 

John F. Lane, manager of the inland 
marine department, began his insurance 
career in the accounts department of 
Crum & Forster. He became associated 
with the Insurance Co. of North Amer- 
ica in its inland marine department in 
1929; was chief underwriter of the Com- 
mercial Union Assurance Co.’s metro- 
politan department and, after experience 


in agency work, he entered the service 
of the Weghorn agency in 1939. 

Robert C. LeBright, manager of the 
production department, started with 


Crum & Forster in 1931 and joined the 
Weghorn agency in 1938. 

james P. Gaynor, manager of the met- 
ropolitan and suburban departments, was 
general manager and secretary of Ross 
Underwriters, Inc. for more than twelve 
years prior to his service in World War 
IT. He assumed his present post in 


Raymond V. Bligh, manager of the 
casualty and automobile deparments, had 


previously been associated for twenty 
years with Gruber & Lynch Agency, 
New York, where he managed the cas- 


ualty department, and before that for 
several years with the North British & 
Mercantile Insurance Co., handling fire 
and theft underwriting in its metropoli- 
tan New York office. He joined the 
Weghorn agency on January 15, 1947. 





GO WITH MARSH & McLENNAN 
Benson, Wilson and Dahlheim Join Firm 
at Minneapolis Office; Long 
Makes Announcement 

The association of Marshall R. Ben- 
son, Allan B. Wilson and A. F. Dahl- 
heim with Marsh & McLennan at Min- 
neapolis, is announced by C. I. Long, 
executive head of the Minneapolis office. 

Mr. Benson, who has been appointed 
manager of the claim department, was 
formerly associated with the General 
Adjusting bureau at Phoenix, Ariz., and 
more recently was with Main & Baker, 
general adjusters at Minneapolis. 

Mr. Wilson, who joins the fire engi- 
neering department, was with Charles 
W. Sexton Co. in the engineering de- 
partment for eleven years and for the 
past year estimated and supervised con- 
struction jobs for local contractors, 

Mr. Dahlheim will assist in the hand- 
ling of fire and allied lines on country 
elevators. He has been connected with 
local insurance firms for the past twenty 
years as special agent, field supervisor 
and office and production manager. 

REPORT HIGH HAIL LOSSES 

Current indications are that the ex- 
perience of hail underwriters in the 
prairie provinces of Canada may not be 
too favorable this year. Thus far, mem- 


bers of the Saskatchewan Municipal 
Hail Association have been called to 
meet some pretty stiff losses. One 
storm alone brought in almost 200 claims, 
with losses on individual farm proper- 
ties ranging anywhere from 25% to 
100% 


OPENS VANCOUVER OFFICE 

The Boston Insurance Co., which di- 
rects its operations in British Columbia 
from San Francisco, announces. the 
opening of a service office in Vancouver. 
The company had secured Gordon E. 
Evans as special agent. Mr. Evans for- 
merly was with the North British Group 
in Vancouver. 

LEAVES PORTLAND AGENCY 

Harlan Knox ha® resigned as manager 
of the Portland, Ore., office of Pacific 
General Agency to enter the local 
agency business. He has been suc- 
ceeded by Bruce Hathaway, who has 
been with the general agency for the 
past year. 





IDAHO AGENTS TO MEET 


The Idaho Association of Insurance 
Agents will hold its annual convention 
September 17-18 at Shore Lodge, Mc- 


Call, Idaho. 


Organize New Speakers’ 
Bureau in California 
WILLSON IS NAMED CHAIRMAN 
Brokers to Conduct Public Relations 


Program in San Francisco Bay Area; 
Ask Aid of Companies 


. F. Burke, president, Insurance 
Brokers Exchange of California, an- 
nounces that preparations are nearing 


completion for a public relations pro- 
gram to be conducted in the San Fran- 
cisco Bay area. 

Of interest to those in the insurance 
business is the formation of a speakers’ 
bureau, made up from members of the 
exchange who are specialists in one or 
more of the many fields of insurance 
coverage. The bureau, which is the re- 
sult of several months of preparation 
and investigation, will function as a 
public service. 

The various business, professional, 
transportation, agricultural, civic and 
trade associations which are situated in 
the bay area counties will soon receive 

letter from the brokers’ exchange ex- 
plaining the purposes of the bureau. 


It is hoped that arrangements will 
soon be completed for the use of the 
film libraries of the several national 
industry trade organizations to supple- 
ment the talks. 


To Hear Expert Analyses 


Hal D. Willson, chairman of the pub- 
lic relations and education committee, 
predicted that “the service will, for the 
first time, give interested groups an 
opportunity to hear expert analyses of 
the many different types of insurance 
coverage. Each speaker will, if asked, 
conclude by inviting questions from his 
audience. We feel certain that the In- 
surance Brokers Exchange has hit upon 
an idea which will have an exceedingly 
favorable reception from the public, and, 
with the cooperation of other segments 
of the industry, we hope to build up 
an ever-increasing interest in and un- 
derstanding of the forty billion dollar 
American insurance industry.” 

Tohn H. Derrough, executive secretary, 
says that his office will soon send a 
request to all insurance companies for 
any up-to-date source material which 
may be of value to the speakers bureau. 

“The fact that the exchange anticipates 
requests for talks on a wide range of 
subjects, plus the fact that the in- 
dividual speakers will necessarily have to 
be alert and well-informed,” says Mr. 
Derrough, “makes it necessary that we 
have every possible source of informa- 
tion at the disposal of our speakers. 
Many companies have excellent printed 
matter which is used as adyertising or 
training material, and it is our hope 
that these companies will be generous 
enough to furnish us with whatever 
material they can spare.” 


NEW AGENCY AT HOT SPRINGS 

J. O. Langley Insurance Agency, Inc., 
of Hot Springs, Ark., has filed articles 
of incorporation with the Secretary of 
State at Little Rock. Authorized capital- 
ization is $50,000, with $1,000 subséribed. 
The incorporators include J. O. Lang- 
ley, Vinnie C. Langley and P. J. Brown. 
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ISSUES RULES ON BINDERS 
Director Thurman Proposes to Correc 
Abuses in Kentucky to Point of 
Cancellations 

H. Parker, manager, Kentucky I: 
spection Bureau, Louisville, has advise 
agents and company representatives, 
the adoption of rules covering all bin 
ers or temporary contracts of insuranec 
effective August 1, which represent 
revision of the rule book. 

Binders will be issued for definite per 
ods, not to exceed thirty days. The 
must also be issued in quadruplicar 
one copy to go to the company, onet 
the Kentucky Inspection Bureau, one t 
the insured, and the fourth will be : 
the agency files. 

There has been a mix-up in the matte: 
of binders, especially on builders risks 
and there has been considerable fre 
insurance, where binders were mere 
canceled and no policies written, and 1 
premium collected. Hereafter binders, ur 
less the company refuses the coverag 
will be on the same terms and condition: 
as the policy. 

In a letter explaining the directive lh: 
issued on the subject in May and tl 
present order, Insurance Director C 

. Thurman said: 

“When we issued our directive of M: 
25, our only purpose was to correct t! 
binder abuse, which is practiced by soni 
agents and apparently without objecti 
from some companies. We are going t 
correct this condition even if means sus 
pending or cancelling some licenses. 

“While our directive has met with son 
objections, many times more agents ha\ 
complimented us on the position we hav 
taken and have urged that we take what 
ever steps are necessary to protect the 
honest and conscientious agent. We 
want to accomplish this with as litth 
trouble to the agents as possible an 
with this end in view we are willing t 
give the modified ‘rules a trial with th 
hope that all agents and companies 
will cooperate for the general good ( 
the business.” 


Hawkins Assistant Manager 
Of Mutual Research Bureau 


D. T. Hawkins has been named assist: 
ant to the manager of the loss researc! 
division of the Mutual Loss Resear! 
3ureau, Chicago, it was announced }) 
secretary-manager, Gordon Davis, Jul) 
21. He will make his headquarters 1 
Chicago, and will begin shortly super- 

vision of an intensified program of fill 
contacts with independent adjusters wh 
handle losses for a number of the majot 
mutual fire insurance companies. 

For the past ten years Mr. Hawkins 
has been branch manager at Lima, Ohi 
for the Western Adjustment & Inspec: 
tion Co. Previously he had been assoc 
ated for ten years with that organizi 
tion in offices at Toledo and Columbus 
Ohio; Kalamazoo, Mich., and Louisville, 
Ky. 
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You have a job. I am an ad. And here’s 












why I’m so important to you. 












No matter what your job is, in the last 
analysis it depends on somebody selling some- 
thing to somebody else. And advertising is the low- 
est cost way yet devised to sell goods or services. 

It’s obvious how this works with the new post- 
war businesses that have come along. It’s taken 
advertising to put them over. It’s just as true of 


the basic industries we’ve had for years. Advertis- 








HERE’S HOW U.S. NATION- 
AL INCOME ROSE IN THE 
LAST 36 YEARS—THE GOLD- 
EN AGE OF ADVERTISING 
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This rise in the standard of living for you and yours is 
unequalled in all history. Advertising helped raise 
this standarc’—is needed even more today to sell 
industry's new developments. 






It’s good a 









ing is the spark plug of American business. 

Suppose nobody read the ads or listened 
to radio advertising. Soon businesses would 
start to fail. It wouldn’t be long before these 
failures would affect your pay check. 


dvertising—powerful advertising— 


that makes the wheels go ’round . . . makes busi- 


ness grow and prosper . . . makes jobs. 


So next time you see or hear it, remember— 


4 
J? 


TH 


advertising makes your job more secure. 


OTHER WAYS 
ADVERTISING HELPS 
YOU AND 
YOUR FAMILY 


/ Brings you better goods for less money. 


Makes shopping more pleasant and 
easier. 


Gears consumer demand to produc- 
tion, to create prosperity. 


BY SELLING MORE GOODS 


Advertising... TO MORE PEOPLE 
a m= Makes your job more secure 
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DIEMAND ADDRESSES CLASS 


Sixty-three North America Employes 
Are Graduated From Training School; 
Page Wins Top Honors 

“The day has passed when a failure in 
ony other line of business can fall back 
on insurance as a last resort,’ John A. 
Diemand, president of the Insurance Co. 
of North America Cos. told employe 
graduates of the North America Train- 
ing School at commencement exercises 
last week. The school is part of North 
\merica’s educational program to give 
employes an opportunity to advance their 
knowledge of property and liability in- 
surance and make it possible for them 
ultimately to qualify for the CPCU ex 
aminations 

“Things are changing so rapidly these 
days that the business of property and 
liability insurance definitely reflects the 
status of a recognized profession, in 
which ‘know-how’ counts as much as 
in law or medicine,” Mr. Diemand said, 
in congratulating the class of sixty-three 
cmployes who completed the course, 

Ten members of the class won spe- 
cial honors with Edward S. Page, Jr., 
assistant general manager, Philadelphia 
metropolitan department, topping the 
list. The others were Charles C. Barnick, 
John L. Brannan, Robert S. Garner, 
Loring H. Hemenway, John W. Ma- 
honey, Joseph A. O’Brien, Paul J. 
Perrot, Ernest L. Whalon and Florence 


S. Wood 
PRINTS LABORATORIES STORY 


Coronet Article, “The Labor That Keeps 
Death Away,” Features Testing 
Services of UL 
The efforts of the fire insurance busi- 
safeguard American lives and 
property through the work of Under- 
writers’ Laboratories, Inc., is described 
in an article published in the August 

issue of Coronet. 

Entitled, “The Label That Keeps 
Death Away,” the article describes the 
testing and work that have made the 
UL label a symbol of safety to millions 
of Americans. 

Declaring that the testing 
purely voluntary, the article 
that 3,500 manufacturers pay the actual 
cost of giving their products a chance 
to win the UL label. In the past fifty- 
four years, more than 375,000 products 
have been tested and more than 500,000,- 
000 labels have been distributed. 

The Coronet feature describes 
of the ways in which the safety inherent 
in a UL-tested product has saved lives 
and property. 

Underwriters’ Laboratories is a non- 
profit research organization to which the 
fire insurance companies of the National 
Board of Fire Underwriters contributed 
the initial funds, the article points out. 
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UTAH OFFICERS PROMOTED 

Bertram F. Willis, secretary of Utah 
Home Fire of Salt Lake City, has been 
made a director and second vice presi- 
dent and treasurer of the company. Tak- 
ing over as secretary-manager is Doug- 
las H. Smith, formerly assistant secre- 
tary. 
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E. Darwin Jenison, 88, 


Former Executive, Dies 

E. Darwin Jenison, 88, former Al- 
bany, N. Y., insurance executive and first 
president of Fort Orange Council, Boy 
Scouts of America, died July 16. 

Mr. Jenison started his career with the 
Commerce Insurance Co. of Albany in 
1883. He was elected secretary in 1890, 
vice president in 1902 and from 1909 to 
1923, and when the company was sold to 
Glens Falls Insurance Co., he served as 
president. He was a director of the 
Glens Falls firm until 1944, 


BOARD REGISTERS “INSUROR” 

The Insurance Board of St. Louis has 
registered its official seal and the words 
“insuror” and “insurors” with the office 
of the Secretary of State of Missouri 
and contemplates an extensive advertis- 
ing campaign to emphasize the value of 
doing business with an “insuror” or “in- 
surors.” 


SMALLEY NAMED SECRETARY 

The London and Lancashire group an- 
nounces that Wilfrid Smalley has been 

med branch secretary ii Vancouver. 

















Royal-Liverpool Group 


Names Bennett State Agen: 


George T. Bennett has been appoin 
ed by the Royal-Liverpool Group 4 
state agent for New Hampshire, g, 
ceeding Merland T. Hower who i. 
been assigned to other duties jn the 
group’s New York office. 2 

In addition to his New Hampshir 
duties, Mr. Bennett will assist Stat 
Agent Arthur R. Ellis in Vermont. Pre. 
viously he served as a fire Protection 
representative in Boston. His headquar. 
ters will be at Concord, N. H. 
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COMPLETE SPEAKING COURSE 
. Members of North Texas Field 
{ oe) Sineids Diplomas at Southern 
Methodist University 


en members of North Texas Field 
Dallas who completed the ten 
weeks’ course in public speaking which 
was sponsored by the club, received 
‘heir diplomas at graduation exercises 


Sixtee 
Club of 


n July 19 at Southern Methodist Un:- 
versity. ‘ 
This class was organized to provide 
Pepecial training in public speaking for 
members of the field club who are mak- 
‘ag speeches: before service clubs, 
schools, and similar groups on hre pre- 
vention and the functions of National 
Roard of Fire Underwriters, Under- 
writers’ Laboratories, and other public 
grvice organizations within the fire in- 
sirance industry. The filling of speak- 
ing assignments covering these subjects 
will be an important activity of the club 
and its members have already given 
wlks before groups in several north 
Texas cities. 

Oficers of the class, known as the 
Spellbinders, were M. L. Canfield, Home 
Insurance Co., president; Judd G. Stiff, 
Hartford Fire Insurance Co., vice presi- 
tent; Frazier R. Charles, National In- 
wrance Co., sergeant-at-arms; and Juli- 
in H. Speed, retired state agent for 
Royal-Liverpool Group, secretary. 

Dr. Harold H. Weiss and Professor 
CM. Howard, members of SMU facul 
tyand instructors of the class, presented 
jiplomas to the officers and the follow- 
ng other members; J. O. Smith Jr, 
Trezevant & Cochran; Bill Johnson, 
American Insurance Co.; Tom R. Chat- 
feld, Loyalty Group; John K. Hicks, 
Home; Fletcher B. Quillian Jr., Hart- 
ford Fire; Tom B. Lee, Commercial 
Union Assurance Co.; Charles D. Bland- 
ford, Trezevant & Cochran; Earl M. 
Holt, Home; Virgil B. Hooks Jr., Gulf 
Insurance Co.; Robert S. Parker, Royal- 
Liverpool; Fred M. Pierce, Security In- 
strance Co., and Joe H. Taylor, Na- 
tional. Honor guests at the exercises 
were Clarence H. Kelley of the Home 
who is also president of North Texas 
Field Club, and A. Sidney Briggs, mana- 





vr of Fire Prevention & Engineering 
Bureau 
Another public speaking class | of 


North Texas Field Club is being formed 
nd the classes will begin September 20 
tt SMU under the direction of *Dr. 
Weiss. 


Farmer Held Liable for 
Damage to Car by Cow 


The New Hampshire Supreme Court 
is ruled that the owner of a cow who 
eaves his fence unrepaired, with the 
result that the cow is hit by an auto- 
mobile on the highway, damaging the 
ur, is liable for such car damage. The 
wmer’s counterclaim for loss of his 
W was thrown out of court. 


SERVICE COS. NAME NICHOLAS 
John I. Nicholas has been elected 
sistant secretary and assistant treas- 
rer of Service Fire Insurance Co. of 
New York and Service Casualty Co. of 
New York, it has been announced by 
mil C. Chervenak, president. Both com 
james are affiliates of CIT Financial 
orp. Mr. Nicholas was formerly treas- 
ier of American Automobile Risks, Inc. 
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HAROLD J. HANSEN PROMOTED 


Travelers Fire and Charter Oak Direc- 
tors Make Him Secretary of 
Pacific Coast Department 


Harold J. Hansen was promoted from 
assistant secretary to secretary of the 
Pacific Coast department of the Trav- 
elers Fire and Charter Oak Fire Insur- 
ance Cos. at a meeting of the boards of 
directors this week. 

Mr. Hansen joined the companies as 

manager at Chicago in 1925 after having 
been manager of one of the offices of 
the Illinois Inspection Bureau and as 
manager and special agent for the 
America Fore Group out of Chicago. 
‘ Mr. Hansen has made an exceptional 
record as a pranch manager. He was 
brought into the home office last year 
from Peoria, Ill., and placed in charge 
of all Pacific Coast underwriting mat- 
ters. 


May Boost Canadian Rates 


Unless there is.a definite turn for the 
better between now and the end of the 
vear, fire insurance premium rates are to 
be advanced in Canada. That is the con- 
sensus of opinion of company managers 
closely affiliated with the Independent 
Fire Insurance Conference, and opinion 
in insurance circles is that member com- 
panies of the Canadian Underwriters As- 
sociation will act likewise. 


COMPANIES EXPECTED TO PAY 

St. Paul insurance companies will be 
called upon to make good a considerable 
part of an alleged $615,000 fraud in 
bogus paper bought by First Bancredit 
Corp., St. Paul. The paper was bought 
from finance companies and automobile 
and implement dealers. G. W. 
Robbins, vice president, said insurance 


tarm 


and other recoveries would cut the cor- 
noration’s loss to $25,000. First Bancredit 
Corp. for years specialized in financing 
insurance premium payments. 


FORM INTERMOUNTAIN COS. 

Intermountain Fire and Intermountain 
Co. have filed articles of incorporation 
at Helena, Mont., as two new stock com- 
panies, and they have been approved by 
the attorney general. Jacob Dobrin, 
Seattle, and Ralph J. Enderson, of 
Helena and James M. Flinn, Helena, are 
the incorporators. Capitalization for the 
two companies is $200,000 

STOTT ON OHIO PROGRAM 

John C. Stott, Norwich, N. Y., vice 
president of the National Association of 
Insurance Agents, will be one of the 
speakers at the fifty-first annual con- 
vention of the Ohio Association of In- 
surance Agents, which will be held Sep- 
tember 20-21 in Columbus, 


























INCORPORATED 
Lineal 


NEW YORK 





American Equitable Assurance Company of New York 
Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company of 
New York 
Organized 1849 
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Incorporated 1832 





Corroon & Reynolds, Inc. 


MANAGER 
92 William Street, New York 


mum Losses paid exceed Three Hundred Fifty Million Dolas=— 


























WITHDRAW FROM UTICA AREA 





Agents’ Club Announces 11 Auto Writing 
Companies Have Left Field Due 
to Numerous Losses 
Eleven companies selling automobile, 
personal and property damage insurance 
have withdrawn from the, Utica, N. Y., 
area owing to numerous accidents, it 
was reported by the Insurance Agents 

Club of Utica. 

Andrew Treiber, president of the club, 
informed the city government that the 
Association of Casualty & Insurance 
Companies is ready to send a traffic ex- 
pert to study traffic conditions in the city 
and make recommendations designed to 
reduce accident hazards. Mayor Boyd 
Golder accepted the offer. 

Automobile insurance companies re- 
‘ently announced liability insurance rates 
in this area would be increased again 
“substantially” this fall. Insurance com- 
pany withdrawals, agents said, are due 
to excessive awards by juries to injured 
persons, excessive claims by some physi- 
cians and other high costs of settle- 
ments, including costs of automobile 
repairs and garages. 


WILL OPEN SALVAGE DEPOT 





Urderwriters Salvage Co. to Open 
Branch at Los Angeles in Charge of 
E. M. Butler 
Underwriters Salvage Co. of New 


York, will open a branch salvage depot 
in Los Angeles August 1. 
[he branch, which will be in charge 


of E. M. Butler, will have a capacity 
of 200 cars. 
The Salvage Co. opened its Pacific 


Coast department branch depot in San 


Francisco April 1, of this year, with ] 
Douglas Schaub as state agent. He will 
have supervision over the Los Angeles 


depot. 

Since the opening of the San Fran- 
cisco depot three sales have been held 
of automobiles and materials salvaged 
from accidents. The success of the sales 
proved the feasibility of the experiment 
begun after a year or more of study and 
justified the opening of the Los Angeles 
depot. 

FILES CHARTER AMENDMENT 

Thomas Jefferson Fire Insurance 
Company, of Louisville, Ky., has filed a 
charter amendment increasing capital 
stock maximum from $50,000 to $100,C00. 


Swenson Goes to Chicago 


Office of Hartford Fire 


On August 1, Everett M. Swenson, 
special agent for the Hartford Fire In 
surance Co. in Missouri, will take up 
new duties in the company’s Chicago 
office where he has been appointed assis- 
tant superintendent of the special hazard 
department in charge of reporting forms 
of business. 

Mr. Swenson joined the Hartford in 
1930 and after filling various positions 


in the Chicago office was transferred to 


the Missouri field in 1941. He spent 
three years in the armed services during 
the recent war. 


HOBBS NAMED BY AMERICAN 

Charles L. Hobbs, Ir., has been ap- 
pointed special agent for southern Illi- 
nois territory for the American Insur- 
ence Co., with headquarters at St. Louis. 
He succeeds Eugene B. Martineau, who 
has been transferred to southern Michi- 
gan territory. Mr. Hobbs has been with 
the American for about a year, serving 
as special agent at Detroit. He was 
with the Western Actuarial Bureau and 
the Michigan Inspection Bureau before 
serving four years in the Army. 
SEVERAL SEEK COMMR.’S POST 

Several hats have been thrown in the 
ring for the job of Washington State 
Insurance Commissioner. List of fil- 
ings to date include two brothers, Col- 





onel George B. Lamping and Sam G. 
Lamping, both of Seattle; the incum- 
bent, Wiliam A. Sullivan; Herb Lon- 
seth, Sam L. Wilkinson, Seattle, and 


Ray Shute, Tacoma. 
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Frederic C. White Dies 
After a Notable Career 


IN ORGANIZATIONS 
Retired Vice President, Hartford Fire, 

81, Was Sprinkler Leakage, U. & O. 

and Auto Insurance Pioneer 

Frederic C. White, 81, retired vice 
president of the Hartford Fire Insurance 
Co., died at the Hartford Hospital July 
21 after a short illness. He had been 
associated with the Hartford for thirty- 
eight years, starting first as a special 
agent in New York State for the New 
York Underwriters Agency, which was 
then a department owned and operated 
by the Hartford. 

His administrative ability was soon 
recognized and his rise was rapid. He 
was first made superintendent of the 
special risk department and then execu- 
tive assistant; and in 1916 he was elected 


LEADER 


a member of the firm of A. & J. Stod- 
dart, general agents of the New York 
Underwriters Agency, now the New 
York Underwriters Insurance Co. 


Four years later on February 11, 1920, 
he was elected vice president of the 
Hartford Fire. 

Duties Were Manifold 


His duties with the ‘Hartford were 
manifold. For many years he was in 
charge of the business of the Hartford 
and its affiliated companies throughout 
the midwestern states, the largest single 
department of the company. He also su- 
pervised the brokerage department and 
the New York and New Jersey metro- 
politan departments. 

During his long career Mr. White 
occupied many positions of major impor- 
tance in the various insurance organiza- 
tions. 

He was the first president of the 
Sprinkler Leakage Conference and under 
his guidance the New York Underwriters 
Agency pioneered in both sprinkler leak- 
age and use and occupancy insurance. 
From the early days of the National 
Automobile Underwriters Conference he 
had been very active in that organiza- 
tion, serving at different times as chair- 
man of the governing committee and as 
president, and after its reorganization 
as the National Automobile Underwriters 
Association, as a member of the board 
of directors. He was also a past presi- 
dent of the Factory Insurance Associa- 
tion. 

Vice President of Companies 

Mr. White was vice president and di- 
rector of the Hartford General Agency 
Co., Hartford Live Stock Insurance Co., 
New York York Underwriters Insurance 
Co., Citizens Insurance Co., Northwest- 
ern Fire & Marine Insurance Co., and 
the Twin City Fire Insurance Co. 

Mr. White’s service on many National 
Board of Fire Underwriters’ committees 
culminated in the post of chairman of 
the board’s committee on laws, a posi- 
tion which he occupied with distinction 
for eight years. 

Mr. White was born at Buffalo, N. Y., 
March 3, 1867. His academic career 
ended when he was 12 years old and 





National Board Produces 


Film on “Fifth Horseman” 


A new one-minute film trailer, “Stop 
Fire, the Fifth Horseman,” produced by 
the National Board of Fire Underwriters, 
is ready for distribution. It was pre- 
pared especially for Fire Prevention 
Week, October 3-9. Some of the scenes 
were taken with the cooperation of the 
New York City Fire Department. 

The film is available in 35 mm. for 
theatrical distribution and 16 mm. for 
clubs, schools and fire departments. Or 
ganizations ordering it may have sponsor 
credit on the end title at no extra charge 
Films are $6'a print and may be obtained 
from Audio Productions, Inc., Film Cen- 
ter Building, 630 Ninth Avenue, New 
York City, 19. 





FREDERIC C. WHITE 


until he was 21, he lived on the farm of 
his father. In 1890, he left the farm 
to go to work for the Buffalo Board of 
Fire Underwriters as an inspector. After 
thirteen years with that organization, he 
joined the Underwriters Association of 
the Middle Department as its chief engi- 


London Assurance Names 
English and Robinson 


The London Assurance Co, announces 
the appointment of Gordon C. English 
as secretary and Geoffrey Robinson as 
fire manager for Canada, at Toronto. 

Mr. English joined the London group 
in 1932 after serving with the Con- 
tinental for twelve years. Mr. Robinson 
has been associated with the company 
for eighteen years, his recent position 
being that of Ontario agency superin- 
tendent. 


PRINTS COTTON FIRE DATA 

New standards for hand extinguishers 
on cotton process fires are announced 
in an illustrated bulletin recently pub- 
lished by the Associated Fdctory Mutual 
Fire Insurance Cos, 





neer, continuing there until he went into 
the field for the New York Underwriters. 

On March 1, 1940, Mr. White cele- 
brated his fiftieth anniversary in the fire 
insurance business. Early in December, 
1944, announcement was made of Mr. 
White’s retirement, simultaneously with 
the retirement of Vice President James 
Wyper nad marine Vice President Chan- 
ning S. Timberlake. 

Surviving Mr. White are his wife, Mrs. 
Mabel Paxson White; a daughter, Mrs. 
Ray C. Neal of Buffalo; four grand- 
children and six great grandchildren. 




















“The NEW LOOK 


The organization was short-lived and 
year. The Superintendent of Insurance 


there are 75 companies in this field. 


the history of the Fidelity 





First Invaded Business Offices 
in the 1860's 


Personal surety after being practiced for 600 years in England was sup- 
plemented by the first surety company in 1840. This idea spread to the 
United States where a similar company was incorporated in 1865, for the 
purpose of insuring “the fidelity of persons holding positions of trust.” 


“It is to be regretted that this experiment was not more thoroughly tested, 
as it met a great public want and an acknowledged necessity of business. 
Other institutions will doubtless soon introduce and practicalize both ' 
fidelity and guarantee insurance on some stable and successful basis.” 


This prediction proved correct and within a few years, a number of 
companies commenced writing fidelity and surety business until today 


(Third in a series of advertisements tracing 


The Bettmann Archive 


ceased writing business within a 
in New York made this comment: 


and Surety Industry) 
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THE UNION MARINE & GENERAL INSURANCE CO., Ltd. 


PHOENIX ASSURANCE CO, Lid. 
IMPERIAL ASSURANCE COMPANY 
COLUMBIA INSURANCE COMPANY 

UNITED FIREMEN’S INSURANCE CO. 






LONDON GUARANTEE & ACCIDENT CO., Ltd. 
PHOENIX INDEMNITY COMPANY =, 
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ONTARIO FIGURES FAVORABLE 


Fire Premiums Are up but Losses Also 
Rise; Loss Ratio Drops From 
61.57% to 58.89% 


According to official figures issued py 
the Ontario Superintendent of Ingy;. 
ance, the fire insurance experience jn the 
province in 1947 was substantially more 
favorable than in the previous year 
despite a fairly sharp increase in fire 
losses. 

Net premiums earned by ail compa. 
nies combined amounted to $29,390,599 
This compared with the previous year’ 
figure of $24,532,121. However, net 
losses incurred advanced to $17,307,957 
from 1946’s $15,103,844. The loss ratio 
for 1947 dropped to 58.89% from 61574 
in 1946. 

Joint stock companies handled by far 
the largest portion of the year’s bys. 
ness. Their net premiums earned 
amounted to $21,406,115 and net losses 
were $13,287,205, which placed their |os¢ 
ratio at 62.07% or more than three 
points above the provincial average, ]p 
1946, the loss ratio for joint stock com. 
panies was 63.29%. 

Mutual insurers handled premiums of 
around $4,000,000, with cash mutual ip- 
surance an added $3,000,000. 

Lloyd’s experience was adverse. On 
net premiums written of $540,444, losses 
amounted to $393,158 for a 72.75% ratio 
This compared with a ratio of 41.21% in 
the preceding year. 

The loss ratio on automobile insur- 
ance rose in the province during the 
year to 58.85% from 57.83% in 1946. Net 
premiums earned amounted to $20,993,6% 
compared with $15,421,949 in the preced- 
ing period. Losses amounted to $12- 
353,812 compared with $8,814,206. 

Non-marine underwriters at Lloyd's 
accounted for net premiums earned of 
$1,294,255. losses were $664,561 and the 
ratio 51.35%. 


WILL IMPROVE FACILITIES 


Minneapolis Insurance Engineers to 
Help Authorities to Place City in 
Better Classification 


Following a hearing of the waterworks 
committee of the Minneapolis city coun- 
cil attended by a group of insurance 
men, the city of Minneapolis will take 
steps at once to improve the fire protec- 
tion facilities in the heavy industrial dis- 
trict of southeast Minneapolis. 

The National Board of Fire Under- 
writers has advised city officials that the 
water service in that part of the city is 
not adequate to give the proper protec- 
tion to the large grain elevators concen- 
trated there as well as other industries. 
It was in. that section that two large 
elevators were destroyed by fire a year 
ago with an aggregate loss of around 
$5,000,000. 

Minneapolis is now rated in the No, 3 
class by the National Board with some 
1,500 deficiency points against it. Chief 
George S. Lockhart pointed out at the 
hearing that if fire protection can be 
increased so that the deficiency is less 
than 1,000 points there is a chance the 
city would be raised to the No. 2 class 
with resulting lower insurance rates. 

Attending the meeting as representa- 
tives of the public interest were John 
E. Jackson, manager, Minnesota state 
agency, Home Insurance Co.; Richard 
Johnson and Allan B. Wilson, rate en- 
gineers of Marsh & McLennan; Stanley 
W. Friedlund, rate engineer, Charles W. 
Sexton Co.; Edwin Converse, rate en- 
gineer, Wirt Wilson & Co., and George 
W. Blomgren, executive secretary, Min- 
nesota Association of Insurance Agents. 


FORM MUTUAL ORGANIZATION 
Mutual General Agents Association of 
Richmond, a non-stock corporation, has 
been chartered. Its declared purpose 
is to promote a better understanding of 
the general agency system on the part 
of local agents and the public. W. 
Emmert Swigart was listed as president 
and T, W. Harrison as secretary. 
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ae Also (Continued from Page 4) (Continued from Page 10) (Continued from Page 4) (Continued from Page 4) 
rom 
try to arrive at a plan that he wanted approach. She cited several cases in increase; G. O. Hanson, Grand Forks, Mrs. Stoltz’s understanding, it would 
ssued by FE and that might be accomplished. point. N. D., Hays agency, class D, 164% in- have been more difficult and a lot more 
a . . —~> .- 
of Insur- “There is a lot of satisfaction in this “I subscribe to the theory of ‘sell the crease; K. L. Bragdon, Waterloo, Ia., complicated; without a loyal, efficient 
i. the ipproach @ id you do go into your clos- wife’ because we know that today the Pickford agency, class E, 188% increase. and industrious secretary, it would have 
ally 5 ap : . : . oar : r Re ‘ ‘ 
a po ing interviews with the knowledge that woman 1s an important factor in our Junior certificate winners in Group been impossible. 
S ye ing gy iss = . “4 Pewee Z dCs hee IT SH! 4 fae 
i: i ur sale is more than half made be- economic picture. Not because she is a N for showing the highest percentage Just to see if it had been beginner’s 
y0 C sam ac 7 a1 > wegr’sc se a - 
+e you get there. How is this materia! woman, but because she has proven that of increase over the DESWUNS Fears Fee luck, we set a similar goal for 1948. It 
fore yO : ne luctio vere: Charles E. Taylor, New- 
: Site | heat Tike sl = abl £ willing’ aati : duction were: é 5 ’ Ses oF . . ‘ 
u compa- presented i n ac osing interview: It has sne is a ) e an willing to assu! ne rc (oo J., Rowley & Talbot agency, WS 1m our ef orts to attain this objec- 
29,390), 589 bedi my belief that you can best crys- sponsibiity in the management of her gold section, 80% increase, and J. K._ tive, that I fully realized the need of 
us years Bye your own thinking and make a home and of the finances of the family. Fjliott, Kewanee, Ill, Garrett agency, analyzing the problem and do something 


In our highly complex and competitive  ijyer section, 135% increase. 


f= 9 net 
way of life here in America, it takes all 


$17,307.957 I more adequate proposal if it is written about solving it. 

















loss ratic yt, For that reason all my proposals of a man’s time and energy to make the ies por ate ho ag eet gan —. “In March I still had over $400,000 to 
ae Me ay : : ¢ —"' me of new business in the gold sectio aa ‘ aa .f Ee 
m 61.57% [;. this field are written, covering first, money, therefore, he is happy to turn pea “ iy ate aga on $678 000: ‘nthe &° and only three months left to write 
ne essential facts of the problem; sec- the management of it over to his wife. atid anctinm-ta Chagos “W; tie Gieee it in. The solution we came up with 
ed by f : oe cual elie tone This is particularly true of professional —e o> - with $682 ( , i was just the good old planned tncome 
1 ot ood, its solution and, third, how life people.” Chicago, Todd agency, with $682,000, and technique developed in the years gone 
S Dusi- fFte ag a f ; avencv: i 5 , i he 1 ze sectic to Michael AI- pe é ‘ , 
+ eeance s as a funding agency: in , ; P in the bronze section to Muchael , nly . ‘am thes ' s 
earned nsurance fit ; g Be y; Mrs. Liston cited figures from the re- perin, Boston, Momsen agency, with mb? Z he c nly ~~ € = that we just 
et losses [the least 3 imber of words possible and cent Good Housekeeping survey on $755 (600. , J — process planned income cases 
their lose yoiding technical problems. Since these women influencing the purchase of life ~* Leadi ' | lified for — enough to write over a third of 
an three fF jyy-and-sell agreements are entirely insurance. Adding other statistics on eat cl aa who qualified fo a million in three months, at the rate we 
Ta Ec tent matiy, prospects and it is gen- Women owning stocks and bonds and the 4-1 ub by paying for four or were going. It became readily apparent 
ock com. foreign to man) : le theo filing income tax statements, she added: more lives in each of twelve consecutive that our bottleneck was the letters for 
erally recognized that the ability to un-  “jcn’t it wise then, when you go out to months were David E. Harris, ——- the planned income books. 
niums of fy derstand and at = ang 1S sp a sell life insurance to see the husband, @gency, Des Moines, oe a ; . a “When I did get to dictating them, 
utual in. jm times greater eb ae” the eye than certainly, but be equally sure to see the uist, Burpee agency, Sioux City, 1a, they all more or less followed the same 
through the og : find a oie con wife. _— with sixteen years’ continuous general pattern, but the more of them I 
yee. en ‘al in Lath the saancach por “So many frustrations come from ™€™ bership. had to write the shorter and less effec- 
4 losses B® — ates ; a peening on within ourselves which are needless, if _Agents who qualified for the sage tive they became. Next to the graph 
1% ratio ) gaint Secttiee wiaaall a ; ideas we but transcend the impediments and Club by insuring 100 or more lives dur- in the planned income materials, I have 
1.21% in fy building s th better Nine sesh a to can move directly and concisely toward ing the agents’ year were: J. K. Elliott, found the latter to be the most effective 
/ 1 1K r > yz roach. ’ ‘ - 7 “6 : = : ‘ on Te x inte pid » 
in apne 4 pees ee aaa. ay oUF goal. In approaching an interview, Kewanee, IIl., president; L. T. Stearn, selling aid. To be helpful the letter 
e aving ) ) > ¢ 7 . . - - see ’ . > e - . t re . ee 
sur- ’ é yal ¢ se : ; ‘ < ’ . : ’ ‘ Ea, yt omal a ytivat- 
e insur | ; t] hould Set @ goal and never lose sight of it Minneapolis; C. D. Diller, Pandora, needs to be both personal and motivat 
. p nterest in a business on how they shoulc nk, 2 ; “ee nan ‘Chinen Uw. « > ee TED iy a a a 
ring’ the ndle that interest in the event of “The world without does not present Obio; L. H. Jones, Glasgow, Ky. 2. R. ing; motivating to the prospect, but 
946. Net le h h vit told them that it takes obstacles that are too formidable to Schultz, Norristown, Pa.; R. R. Brown, above all, motivating to me so that I 
2 po lavInNg ) - a aKkes 5 pp ala ° . Sricke . . ree ’ 1 e ’ - 
2(),993,6%) he ae : avific ( me, but there is something within Winston-Salem; H. G. Fricke Omaha, really feel that the income shown is the 
iid: udvance planning, agreements, wills, etc., »vercome, Dt ' & I i : Omaha; L. I ‘= i i 
- preced- na t z us that often hinders and, at times, tem- Neb.; D. H. Lienemann, Omaha; L. L. most important thing in the world to 
effect that plan; having sold some S é ‘ oii iti tas WE. Pilen Om reap Macs . : 
to $12- Bite insurance—are not all of us that porarilly defeats us. Under the influence Weaver, Atlantic, Ia.; F. L. Pike, Ox- his family—and that he knows it. If I 
" fe insura are ) < s < ies my % Seajaay ; ¢ oe : J ‘ - eve h- > eram > 
hicated to ‘follow through’ and be the Of emotional disturbances, the mind ford, Wis.; H. rent _— Ill, really believe that the program is the 
Lloyd's rdinator of this plan we have sold? seems to have a peculiar capacity to play and L. E. Moline, Sioux Falls, S. D. hest, if not the only solution to his prob- 
red We ought to see to it that the attorney tricks on itself, to discolor, to distort, National Leaders lem, he will send the facts. 
and the ste accountant and the trust officer fin- even to see things that do not exist. We Mer. Pill announced that already more _“To sell, I have to be sincere. To be 
the job. This is important. We’re can lead ourselves through a series of Mr. Fil) announce nig eagles, sincere I can think only of my client's 


° « y T 1a > ycCe - ¢ > > = " on _ 
ell paid for this job we do; let’s earn Steps; frustration, inadequacy, anxiety, than 100 Northwestern agents are mem best interests, not my own. To be effec- 


TIES We've started something and it is and by this time the day is lost. bers of this year's Round Tab'e of the tive, every presentation I make must 
: National Association of Life Underwrit- 


» to us to finish it. Don’t forget that “Fortunately, for every action there is - represent, in my honest opinion, the best 
eers to Mile attorney, the accountant and the an equal and constant reaction, so it is ° he : — deal for my prospect. If I can’t put my 
ty in trust officer can be very real centers of with the mind. It can be trained to de- In addition to Mr. Ostheimer, Phila- heart into the transaction, I certainly 


nfluence in this field of prospecting, if velop certain ways of looking to things, delphia, who led with $5,434,877, the can’t expect him to put his dollars into 
your helpful work you show them you. ways that can reduce the unwelcome other Northwestern Big Ten qualifiers it. Many of the planned income letters 



















cramy re objective, have an open mind, and visitations to a minimum and add im- were: N. H. Seefurth and Ben S. Mc- [I dictated, when I got around to it, didn’t 
oe re not seeking merely to sell life in- measureably to peace of mind. Train Giveran, Chicago; Joseph Blumenthal, click and day by day we were getting 
cn ae surance by a new device.” that mind to look to the positive rather Boston; R. R. Brown, Winston-Salem; farther behind. In desperation, my sec- 
ill take ; ass than the negative side of any presenta- F. D. Leete, Jr., Indianapolis; H. Ben retary hit on-the expediency of chang 
fal dis ° tion. Life insurance is bought by the Ruhl, Detroit; C. M. Ohl, Toledo; E. M. ing the names and situations in 
Tal Gis- Educational Plans optimist and not by the pessimist. There- Klein, Cleveland; and Alden Smith, she considered a good letter to apoh 
Und : fore, it behooves us to approach the pros- Nashville. to the case at hand. It was then that 
: er <a (Continued from Page 10) pect on the common ground of optimism. Other Northwestern a uires were we hit upon the idea of writing a model 
pe : ie a ale ae Having absorbed some early training FA. Morse, South Bend: T. K. ( “arpen- letter which, by changing words, phrases, 
be 4 8 “a hild he oie catia he id that followed the precepts of teaching ter, New York; Leonard Mordecai, Bos- amounts and _ situations, could be 
protec- §i Ps, - chud to nite ig ron ak i and giving generously any help that json: ¢ A. Seys. Grand Rapids; R. E. adapted to practically every planned in- 
seni iT "oa id — advan pis po might aid those about them, it was easy Castelo, Champaign, Ill.; Norman R. come case, regardless of family status. 
ustries, advantages of endowment with the — for me when I started selling life insur- Hill. Seattle: L. T. Stearns, Minneapo- “The lel letter is al hree 
large sured educational plan. He concluded 5 ill, Seattle; L. . stearns, Minneaj 1e mode etter is almost three 
o larg , Ci al plan. ance to tell anyone whom I felt it might 435. FT K. Schuetter Appleton, Wis.; A. pages long, but armed with it and the 
i tha Rate 2 , sia : ; ; ‘a : . os AY , +> fA. ages g, It < h ‘ n 
2 By cre simply 38 no good reason WAY help of our own experience. E. Gillman, Baltimore; E. M. Lillis, completed confidential estate “y, my 
around ad should buy the juvenile endowment . oe eh eas eS » completed conhdential estate survey, my 
2 " saa ae She the ) ded t ‘late | li Eri 9a: F. M. Engle. Tulsa. Okla.: Sie EET: AE ae BS CL Pd 
nd yet hundreds of millions of it are 1e then proceeded to relate her life trie, Pa.; F. M. Engle, Tulsa, a.; secretary rapidly developed the ability 
e No.3 Jjvld every year—mostly because agents StTY of being married to a physician J, D, Walter, Chattanooga; L.T. Pretty- to write a very effective letter applicable 
h some [iven’t studied the solution to the edu- and moving to South Bend where he be- man, Muskegon, Mich.; L. P. Schwinger, to each individual and still incorporate 
Chief tional problem carefully and also be- gan the practice of anaesthesia, in debt Waterloo, Ia., and Warren E. Clark, Mil- many so-called power phrases, the read- 
at the use people keep right on acleine sor and with current expenses to meet dur- waukee. ing of which in the selling interview 
can be [flucation insurance. The insured educa- (7° the peciod oF eataheaiamyy.« giaetice. Agency Awards never failed to motivate me. Quite fre- 
A A shies : s On borrowed money they acquired the Sese? “ntly it made it easier f he - 
is less nal plan is built on very sound ground = 7 teat - ¥ ‘ : quentiy it made it easier tor the pros 
- , é first $20,000 of life insurance, later pur- G. D. Palmer, Yorkville, IL, Stumm “Cc art the progr: i diately 
ice the d touches the heart string of most per- pak yay her 924.000) and a vear f: he aes ; Rae ee ; pect to start the program immediately, 
a eee aie, “Now and then you will meet the chased another $24,000 and a year later agency, won the District Agency cup where there was a good chance of be- 
efi ay guy schost childeen-ate auien & ee a was uninsur- for scoring the largest number of points, jing able to qualify for the insurance. 
esenta- tk their way through school. Better pita with only another year to live. based on five organization factors. Lead- Don’t forget that it takes more than 
~ Tol let hive! aehicemanels sian hie: children He had paved my life so that it would jng all district agencies in volume of money to buy life insurance, especially in 
: state n't want to help him in his Id < ge! be easier and secure, at least financially. sales was Deal Tompkins, Charleston, Northwestern. j 
ee . I _ beetle So is it any wonder that when I stop WW. Va.. with $2.893.700. Next came Roe eines : ‘ ; 
tichard “Four effective ways to use this idea, he: blessings ; Bee Aes ce ae’ se ile teteagh ae AS, The letter is designed to motivate the 
\ to count by blessings, that the majority Walker, Bloomington, IIl., followed by 
ite en- I. r. Gettys said, “are to answer inquiries oe : ; »>N sind > a : ’ = : ’ “9 - prospect to do something now, even if 
: P ’ seem to point to the Northwestern? 3ragdon & Schwinger, Waterloo, Ia : faa ° 
stanley Sa package sale, as an attention-getter “T hove & wena dababies ; mm - sets $ ace it is only term insurance, purchased as 
; ie : ; 2 ( s ab- Ss ’ : : : “Ria eat 3 
les W. as an approach, and as part of a pro- a Be Sioa nel brent oe a eal The In the competition for the General an option on his favorite permanent 
. ‘ ¢ e Stl , : r ~ - hile , , rive + ~ 
te en- §am. However you handle it, remem- nunehiitinn tk fia aenaa aa ee Pre Agents’ achievement cup, K. M. Snyder, plan. While I won't derive much. com- 
oe s WS: “phic R z Ss Ss Ss > ‘ - . ’ . : 7 = ‘ ry \ of 7 
George " every father is interested in his inspiring foe” Wiles organization esi- Omaha, Neb., was the winner on a_ mission from the transaction, I will have 
, Min- dren. Our children make the de- tomizes that which I believe in, namely graded point basis involving nine factors. @ satisfied client and be his insurance 
\gents. ‘ions and we spend our lives trying to Giehiacinae! Is it any wonder that! feel The Snyder agency also won in the five agent, especially when my competitors 
€up to them. Let’s make more use of she <aihane pri ‘of the iidieadenare agents’ years ended 1941 through 1946. come along. Later, conversion is just a 
TION is potent influence in our sales work.” hineil oe each: day of my life? Runners-up were S. M. Burpee, Sioux matter of routine, a service which the 
‘ion of TL ag ere “y ial it ; t : that City, Ia. Bruce W. Gilmore, Grand client always appreciates. 
iO clos y see s Oo ‘ , ws , r ~ 
has HONOR FIXA AGENCY CASHIER ew af Tift ie one the twanan’s te, Rapids, and Warren W. Lundgren, St. 
n, he Car ; view of life is not the woman’s but pay 
urpose seg Gallia, cashier ol the John rather a universal one, for I have lived eo troit; C. L. McMillen, New York; M. A 
ing of nmxa Agency, San Francisco, of Man- a varied life, sometimes taking the man’s General agency volume leaders for the Carroll, Oshkosh, Wis.; P. T. Allen, Buf 
e part ittan Life, was honor guest at a re- role and again the woman's, yet real- 1947-48 agents’ year were: B. J. Stumm, falo, N. Y.; A. C. F. Saami Phila- 
W. nt luncheon given by Manhattan Life izing that in so doing I have enriched Aurora, Ill.; Jamison & Phelps, Chicago; delphia: Frank R. Horner. Mad‘-on, 










jome office and attended by nine New my own life and I hope I have added a_ Victor M. Stamm, Milwaukee; John R. Wis.; Krueger & Davidson, New York, 
lork agency cashiers. little bit to the lives of those about me.” Mage, Los Angeles; C. R. Eckert, De- and W. L. Momsen, Boston. 
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Holds Defendant Entitled to Trial 


By Jury in Auto Conversion Case 


In an action against a garage corpora- 
tion for the conversion of an automobile, 
the St. Louis Court of Appeals, in Mo- 
tors Insurance Corp. v. Union Market 
Garage, 207 S. W. 2d 836, affixed judge- 
ment for the defendant. 

After the conversion the plaintiff 
insurance company paid the owner of the 
car its value under a theft policy is- 
sued by the company to the owner. 
It then brought this action as salvagee 
of the owner of the car. The conversion 
alleged was the delivery of the car by 
the garage to one not authorized by the 
car’s owner to receive it. The jury re- 
turned a verdict for the defendant; on 
the appeal the question was whether 
the trial court erred in refusing the 
plaintiff's request for a directed verdict. 

The plaintiff's theory was that the 
garage corporation breached its duty to 
exercise ordinary care as a bailee of the 
automobile. He testified that he drove 
his car to the garage about 8 a.m. to 
park it for the day, and at the direction 
of the attendants left it in one of the 
aisles. In a conversation with an at- 
tendant about a suggestion to clean the 
car, the owner testified that he either 
handed the parking receipt which he 
had got for the car to the attendant 
along with a package of cigarettes he 
gave him or dropped it and then left 
the garage for his place of business. 

Handed Over Claim Check 

About noon, a man in soldier’s uniform 
entered the garage and told an attendant 
he was looking for a car his brother had 
brought in the night before. The soldier 
described the car to the cashier and 
handed him the claim check issued to 
the owner of the car and the keys of 
the car. These the cashier gave to an at- 
tendant with instructions to find the car. 
The car was found and the attendant 
and the soldier drove it from the fourth 


floor to the cashier’s cage on the first 
floor. The soldier handed the claim 
check to the cashier who checked the 


number on it against the license 
number on the car. The numbers check- 
ed and the soldier was permitted to 
drive the car down the ramp and out 
of the garage. The cashier subsequently 


license 





Contract to Unload Ship 
Is in U. S. Jurisdiction 


The owner of a scow sued in ad- 
miralty the corporation which while en- 
gaged in unloading the scow, moored at 
Hoffman Island with a cargo of sand 
and gravel, operated and controlled the 
crane used in unloading the cargo so 
negligently that the bucket was caused 
to strike against the scow and damaging 
it to the amount of $600. The unload- 


ing corporation impleaded the owner and 
operators of the crane used in the un- 
loading “in that they were careless in 
the manner in which the said crane was 
being operated and controlled; in that 
they failed to inspect the crane, its 
bucket, guardian machinery, appliances 


and equipment used in connection with 
the work, etc.” 

The Federal District Court for South- 
ern New York, Steers Land & Gravel 
Corp. v. Wortman & Sons, Inc., 74 F. 
Supp. 806, held that it had jurisdiction 
of the respondent’s claim against the 
owner and operators of the crane. 

A contract to unload a vessel is for 
the performance of a maritime service. 
The navigable waters at Hoffman _ Is- 
land were within the jurisdiction of the 
courts, 


became suspicious as to the soldier’s 
actions and telephoned the owner of the 
car and asked if he had sent anyone to 
the garage for the car. The owner said 
he had not. Then he notified the police, 
but the car was never recovered. 

The appelate court held that the truth 
of the plaintiff's evidence was for the 
jury, so that the plaintiff was not en- 
titled to a directed verdict under the 
rule stated in 6 Am. Jur. p. 299, sec. 211, 
that “ a delivery of bailed property by 
the bailee to one not the true owner 
and not authorized by the bailor to re- 
ceive it, is, of itself, a conversion and 
a breach of the contract of bailment 
for which the law imposes an absolute 
liability upon the bailee for loss or dam- 
age occasioned thereby, irrespective of 
the fact that he may have acted in good 
faith and without negligence, and even 
though the misdelivery was the result 
of innocent mistake or was induced by 
"> or trick.” The defendant was en- 

tled to have a jury upon the 
credibility of the plaintiff's oral evidence 
in support of the allegations of his 
petition. 


pass 


a 


Carrier Is Not Liable for “On Deck” 
Damage Unless Negligence Is Shown 


In a libel in rem for damage to a 
cargo of lacquer solvent shipped be- 
tween ports of the United States (from 
Philadelphia to San Diego) the ship- 
ment having been properly carried on 
deck as unquestionably a deck 
a bill of lading which expressly 
incorporated therein the Carriage of 
Goods by Sea Act, the bill of lading 
bearing on its face the terms “Loaded 
on Deck Owners Risk of Damage or 
Loss,” the Federal District Court for 
Eastern Pennsylvania rendered judg- 
ment for the appellant (67 F. Supp. 
719), This judgment has been reversed 
by the Third Circuit Court of Appeals, 
Globe Solvents Co. v. The California, 
167 F. Supp. 859. 

Exemption Clause 

The Circuit Court said: “A provision 
for carriage on deck at shipper’s risk of 
proper. A greater 
‘on deck’ has al- 


cargo, 
under 


damage or loss is 
risk of loss to goods 
ways been recognized. Even as to goods 
the holds ‘perils of the 
excepted both by 
the Carriage of 
But here we are 
cargo of 


below deck in 
sea’ are specifically 
the Harter Act and 
Goods by Sea Act. 
concerned with a 
goods properly carried on deck with the 


dangerous 





Holds Tug Negligent In Collision 


The owner of a covered barge, Erie 
No. 289, suing as such owner and as 
bailee of two shipments of merchandise 
just laden thereon, and on behalf of 
the master of the covered barge, brought 
a libel in the Federal District Court 
for southern New York against the tug 
Cornell No. 20 and deck scow Frank 
Cooney. On the same day the Trap 
Rock Corporation as bare boat charterer 
of the deck scow, answered and peti- 
tioned to implead other respondents. 
The District Court (72 F. Supp. 126) 
held that the libellants, Erie Railroad 
Co., as owner of barge Erie 289 and as 
bailee of the cargo, was entitled to a 
decree against the tug Cornell No. 20 
and her claimant for the damage result- 
ing from collision between the drifting 
scow Frank Cooney and barge Erie 289. 

The petition of the Cornell Steam- 
boat Co., impleading the Jarka Corp., 
the Erie 258, New York Trap Rock 
Corp., Christie Scow Corp. and Penn- 
sylvania Railroad Co. was dismissed, 
their being held without fault and there- 
fore exonerated from liability. The trial 
judge’s judgment was affirmed by the 
Second Circuit Court of Appeals, Erie 
R. Co. v. The Cornell No. 20, 164 F. 
2d 763. 

Tug Found Negligent 

Under the findings of fact by the 
District Court the collision occurred 
when the tug, with a barge hooked up 
on the starboard side, moved out from a 
slip for the purpose of mooring the 
barge at the end of a pier and was forced 


by the tide against the outer of two 
other barges already moored at the 
end. The bowline of the inner barge 


snapped, causing it to swing against the 
which then broke away and drifted 


scow, 

into a moored barge at another pier. 
This evidence, the Circuit Court held, 
was sufficient to support the District 


Court’s finding that the tug was negli- 
gent and solely at fault. 

Upper court judges, who, in determin- 
ing the facts of a case, have only the 
printed record to read, while the trial 
judge sees and hears the witnesses 
testify, have, pursuant to the Rules of 


the Admiralty Court, repeatedly refused 
to retry the facts of a case when the 
evidence was oral, and this the appellate 
court again refused to do. There was 
held to be enough evidence to sustain 
the finding that the amplitude of the 
swing of the Erie 258 brought it up 
against the Frank Cooney. Due _ to 
Jarka’s neglect, the bowline of the Erie 
258 was defective when the collision 
occurred. If there had been evidence 
that the line was so defective that it 
would have parted on a mere “harbor 
bump,” or that, if the line had been 
sound, it would not have broken under 
the impact of a collision, interesting legal 
questions might have arisen. But the 
Cornell had the burden of proving that 
an intervering act of negligence caused 


the loss, and the Circuit Court found 
no evidence sufficient to justify either 
such finding, but must take it as a 


fact that the line would have withstood 
any contact less evident than a collision. 


Hartford Names Collins 
Underwriter at Seattle 


Addison Posey, Pacific department 
manager of the Hartford Fire Insurance 
Co., announces the appointment of Rob- 
ert T. Collins as underwriter in the 
Seattle service office. Mr. Collins comes 
to the Hartford with previous experience 
in Seattle and vicinity. 

From November, 1946, to 
he was an underwriter in 
office of the Insurance Co. 


June, 1947, 
the Seattle 
of North 


America. From June, 1947, until his 
present connection with the Hartford, 
he was junior special agent for the 


Home of New York in Seattle. 


HALIFAX OMITS DIVIDEND 

It is considered possible that the next 
six months or so may see a movement 
on the part of fire and casualty com- 
panies in Canada to whittle down ex- 
penses by the introduction of lower 
dividend payments. One company al- 
ready has taken steps in this respect. 
The Halifax Insurance Co. has omitted 





consent of the owner at shipper’s risk 
of damage or loss. The term ‘shipped 
on deck at shipper’s risk’ * * * jg a 
exemption clause long employed jg 
maritime contracts. * * * 

“Of course the shipper excepted the 
risk of losses from carriage on deck 
only so far as they occurred under 
proper stowage. This is an clement of 
seaworthiness and proper damage jg ap 
element of proper stowage. * * * Appel. 
lant’s witnesses testified that the Cases 
were stowed in the customary manne; 
and that it was good stowage. Ther 
was no evidence whatsoever to contra- 
dict this. 


The appellant offered evidence of due 
diligence in caring for the cargo, Ap- 
pellee offered no evidence whatsoever 
to show that the leakage and corrosjo; 
of cans was due to a want of diligence 
on the part of the carrier 

Although exceptive provisions in a }jjj 
of lading do not relieve a carrier from 
liability for negligence, the Third Cjr. 
cuit Court holds that the libellant mus 
adduce evidence to support a finding ¢ 
negligence under such circumstance 
“The sole negligence found by the cour 


below,” the appellate court said, “was 
a failure to stow on dunnage at least 
eight to ten inches in height, since th 


seas washed the deck to a depth of tw 
to seven inches. There was no evidence 
whatsoever to sustain such a finding, 

“In the absence of any proof that i 
constituted negligence and with the d 
rect testimony of the appellant that the 
stowage was proper, the Circuit Court 
held the conclusion reached below wa: 
mere speculation, and found that. the 
shipper had failed to sustain the burder 
of proof incumbent upon it of establish- 
ing that the placing of this cargo or 
three inches of dunnage_ constituted 
negligence. 

Circuit Judge O'Connell dissented as 
not being prepared to say as a matter 
of fact that the carrier was free fron 
negligence in the stowage of this carg 
prior to its arrival at Norfolk. 


Best’s ae Guitihe 


With Key Ratings Issued 

The Alfred M. Best Company an- 
nounces that the 1948 edition of Best's 
Insurance Guide With Key Ratings has 
come off the presses and is ready for 
immediate delivery. The new book shows 
significant changes in the rating of 


many companies. 
Besides the well known key ratings, 

Best’s Insurance Guide contains hun- 

dreds of other facts needed for selling 


protection and service. Five-year finan- 
cial and operating exhibits show prin- 
cipal items and ratios from the state- 
ments of companies who write fire, ma- 
rine, casualty, surety and _ allied lines 
of insurance. All types of insurance 
organization are covered, including stock, 
mutual, reciprocal and Lloyd’s. Com- 
plete data are given on over 900 fire 
and casualty companies, together with 
principal figures on 2,600 mutuals 
grouped by states. 

Pocket sized and attractively bound 
in a durable and pliable maroon fabri- 
koid, the new Guide contains 420 pages 
Priced at $6.00 each, copies may be or- 
dered from the Alfred M. Best Com- 
pany’s home office at 75 Fulton Street, 
New York City; or from any of the 
branch offices in Chicago, Atlanta, Cin- 
cinnati, Chattanooga, Dallas, Boston and 
Los Angeles. 





its dividend, due at this time. The com- 
pany explains that due to the recent 
higher trend in insurance losses in fire, 
automobile and other lines, directors 
have considered it prudent that consid- 
eration of dividends should better awail 
the result of the full year’s business. 
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International Counsel 
Completes Its Program 


FOR SAN FRANCISCO MEETING 
To Be Held Sept. 1-3; Open Forum Ses- 


sions on Current Insurance Law 
Problems Featured 

Open forum discussions will feature 
the annual convention of the Interna- 
tional Association of Insurance Counsel, 
set for September 1-3 in San Francisco, 
which will precede the annual gathering 
of the American Bar Association. Lowell 

White of Denver, president of the In- 
ternational Counsel, in announcing the 
program of speakers and entertainment, 
promises that the meeting will be one 
of the most interesting in the history of 
the association. a3 

Mayor Elmer E. Robinson of San 
Francisco will welcome the delegates to 
the Golden Gate City, and will also dis- 
cuss “Trials of Insurance Cases as seen 
From the Bench.” President White will 
respond and also deliver his presidential 
address. Roy Folger, San Francisco, 1s 
next on the program with an address: 
“How to Treat Your Broker.” Commit- 
tee reports, by-law amendments and an- 
nouncements will take up the balance 
of this session. 

Following luncheon recess an open 
forum on automobile insurance law is 
scheduled under the chairmanship of 
Fletcher B. Coleman, Bloomington, III. 
The subject will be “Interpretation of 
‘Permissive Use’ in ‘Definition of In- 
sured’ Section of Automobile Insurance 
Contracts.” Participants in this forum 
will be Allen Whitfield, Des Moines, and 
Myrl Priest, St. Paul. 


Casualty Open Forum 


The second day’s program will open 
with a forum discussion, presided over 
by John A. Kluwin, Milwaukee, chair- 
man, casualty insurance committee. The 
subject: “What Is Meant by ‘Insurer’s 
Duty to Defend’?” will be handled by 
John P. Faude, Hartford. A debate will 
follow on the topic: “Should Immunity 
from Tort Liability Available to Certain 
Charitable and Governmental Agencies 
Be Abolished?” Affirmative will be 
taken by J. A. Gooch, Fort Worth, and 
negative by George E. Heneghan, St. 
Louis. 

The accident and disability, life and 
workmen’s compensation committees of 
the association will also conduct a joint 
forum discussion on the subject: “What 
Constitutes Total Disability in Life, 
Health, Accident and Compensation In- 
surance, and What Can Be done To- 
wards Minimizing the Effects of the 
Present Decisions Upon the Subject?” 
Co-chairmen and discussion leaders will 
be Richard B. Montgomery, New Or- 
leans; T. DeWitt Dodson, Metropolitan 
Life, New York, and Lee J. Scroggie, 
Detroit. Particular attention will be 
given by participants to the trend of 
recent decisions in determining what 
constitutes total disability; the home 
office view as to these decisions; the 
effect of such decisions on the rehabili- 
tation of disabled persons; the psycholo- 
gical effect upon claimants for total dis- 
ability resulting from a too liberal in- 
terpretation of total disability provisions, 
and suggestions as to ways to present 
the problem of a too liberalized inter- 
pretation of disability provisions to the 
courts, 


Final Day’s Program 


Guest speaker on the closing day will 
be Joseph A. McClain, Jr., general coun- 





sel, Wabash Railroad Co., St. Louis, 
whose topic will be “Tomorrow’s Rail- 
roads, Their Relation to the Lawyer and 
the Public.” 

The practice and procedure committee 
will stage an open forum with Chair- 
man William A. Kelly, Akron, presiding. 
First subject will be “The Growing Ten- 
dency of Federal and State Courts to 
Permit an Inspection by a Party of the 
Opposing Party’s Files’—discussed by 
Kenneth B. Cope, Canton, O. He will 
be followed by Gervais W. Fais, Colum- 
bus, O., whose subject is “Insurer’s Re- 
sponsibilities Under Reserved Rights.” 

Election of officers and members of the 
executive committee and presentation 
of new officers will close the conven- 
tion. 


LEACHER NAMED ATTORNEY 

George G. Leacher of the legal de- 
partment of American Surety Group has 
been appointed attorney for the com- 
panies. 

Mr. Leacher joined the American 
Surety in September, 1938, and was in 
charge of several claim offices prior to 
his transfer to the home office in Feb- 


ruary, 1947. 


NEW AMSTERDAM'S DIVIDEND 

New Amsterdam Casualty has de- 
clared a dividend of sixty cents a share 
on its capital stock, payable September 
1 to stockholders of record August 2. 
This compares with fifty cents a share 
paid last March, bringing the total for 
1948 to $1.10 a share. Since 1942 the 
company has paid $1 annually. 


Alberta Gov’t May Set Up 
Compulsory Auto Ins. Plan 


The Social Credit Government of AI- 
berta is considering the introduction of 
compulsory automobile and 
provincial authorities are now sounding 
out various insurance organizations and 
individuals as to the advisability of pro- 
viding the people of Alberta with such 
a scheme of government automobile in- 
surance. The opinions of these organiza- 
ticns are expected to be in by mid-Sep- 
tember when they will be studied by a 
special committee. 

Regardless of opposition to a com- 
pulsory plan, it is felt that the Alberta 
government intends to go ahead with its 
program. “In all likelihood,” says an 
observer, “it will be patterned along the 
lines of the system now in effect in the 
socialist province of Saskatchewan where 
all vehicles are assessed a yearly fee. 
Any person injured in an automobile 
accident will not have to worry about 
expenses. All costs related to injuries 
sustained will be paid for by the gov- 
ernment up to limits to be determined 
by the committee. 

“Whether the government intends to 
create further competition for the pri- 
vate automobile insurance companies 
through its government-controlled insur- 
ance company is not known at this time. 
Saskatchewan has introduced an inex- 
pensive package policy on the market 
which is said to be making sharp inroads 
on private company business. In retalia- 
tion, some agencies are now turning out 
competitive packages.” 


insurance, 


CONSTABLE A CRANDFATHER 

William J. Constable, president of the 
Excess Insurance Co. of America, be- 
came a grandfather on July 19. The 
baby, Candace Louise, is the daughter 
of Mr. and Mrs. William M. Constable 
of Amenia County, Conn. Mr. Con- 
stable’s son is a dairy farmer there. 











503 YEARS artes Te piiceims 


landed on Plymouth Rock 
PACIFIC EMPLOYERS INSURANCE COMPANY was founded--1923. 
Wee twenty-five years of age in 1948--old enough to know what 
its all about and young enough fo try new ways. 
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WANTED 
Claim Attorney 


Claim man with Branch Claim Division 
managerial experience, by large multi- 
ple line Casualty Company; about one- 
half of time will be spent traveling from 
home office making complete check of 
operations of Branch Claim Divisions; 
excellent future; furnish complete his- 
tory, qualifications, age and references 
and state salary desired. 


WRITE BOX 1810 
THE EASTERN UNDERWRITER 
41 MAIDEN LANE, NEW YORK 7,N.Y. 











Revival of Defunct 
Keystone Co. Opposed 


MALONE GIVES REASONS WHY 


Pa. Commissioner Convinces Court That 
Pittsburgh Co. Has Assets Far 
Below Liabilities 





Insurance Commissioner James F. Ma- 
lone declared in no uncertain words this 
week that he would oppose any effort 
to revive the defunct Keystone Mutual 
Casualty Co. of Pittsburgh under new 
management. The Commissioner made 
his comment in answer to a petition by 


committee 


liquidation proceed 


the policyholder’s prote 
t the 


‘itea 
to intervene in 
ings. 

Mr. Malone, who was named receiver 


of the Keystone after it was dissolved 
by the Dauphin County Court in 1947, 
put on the record that the Keystone 


has assets of $7,895,804 and liabilities of 
$30,192,432. He informed the Dauphin 
court that he does not agree that “re- 
sumption of business under new manage- 
ment is feasible and would be to the 
best interests of creditors, policyholders 
and the public 

As far as the policyhe 


iIder’s protective 
commuttee is cé ; 


mcerned, ( 


ommissioner 
Malone said he had no information on 
how many of the Keystone’s former 
90,000 policyholders it represents. He 
agreed with the contention of the com- 
mittee that he has no authority to de- 
fend suits against policyholders or settle 
claims by cash payments 

Assets of the Keystone include $2,- 
354,889 to be received, most of whicl 








money represents unpaid premiums. Mr 
Malone pointed out that “many of these 
may prove uncollectible because ] 
deaths, removals, insolvencies. per 
defenses and credits claimed by 

and policyholders On the liability 


the $30,192,432 


by the 


added, most of 
of claims filed with him 


deadline 


side, he 
consists 


June 25 


FEDERATION OF COUNSEL MEET 


Annual Gathering Set for Aug. 2-4 at 
Mackinac Island; Speaking Pro- 
gram Attractive 
The 


tion 


the Federa- 
Insurance Counsel will be held 
August 2-4 at Grand Hotel, Mackinac 
Island, Mich., and the completed pro- 
gram indicates that an informative and 
interesting three days are in store for 
those who attend. 

Speakers on the opening day include 


annual meeting of 


ot 


L. B. Sanford, Deputy Insurance Com- 
missioner, Michigan, who will discuss 
“Functions of a State Insurance De- 


partment”; Lawrence E. Brown, Detroit 
attorney, whose subject is “Recent In- 
surance Law of Michigan,” and Nathan- 
iel H. Goldstick, assistant corporation 
council, City of Detroit, who will treat 
“The Role of the Police Officer in In- 
surance Cases.” 

The second day’s program calls for an 
address by G. F. Purvis, Jr., Deputy In- 
surance Commissioner and_ attorney, 


(Continued on Page 30) 
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Va. Auto Rate Jump 
Is Under Advisement 


SPOTTKE PRESENTS CO. CASE 
State Corp. Commission Also Hears Op- 
posing Arguments of C. F. Joyner, 
Jr. at Hearing 
Following a hearing that lasted sev- 
eral days, the State Corporation Com- 
mission of Virginia had under advise- 
ment this week application of compa- 
nies writing automobile liability and 
property damage coverage in that state 


for a boost in rates to as high as 55% 
in some instances. 
A. E. Spottke, secretary, National 


Bureau of Casualty Underwriters, the 
spokesman for the stock casualty com- 


panies, devoted most of his testimony 
on the opening day of the hearing toa 
review of automobile rates and losses 
in Virginia in recent years. The major 


reason for the requested increases, he 
told the commission, is the soaring in- 
crease in claim costs. He stoutly de- 


fended a proposed reclassification which 


would penalize those motorists whose 
cars are driven by persons under 25 
years of age. He said that investigation 


covering the period from 1932 through 
1936 had shown that while 19.4% of all 
drivers were under 25 this class was in- 
volved in 26% of all accidents and 31.5% 
of all fatal accidents. A more recent in- 
vestigation in Massachusetts, he added, 
had confirmed these figures. 

would bring 
24.6% on 
insurance and 
Spottke 


The proposed new rates 
in an over-all increase of 
private passenger BI. 
43.4% on P.D. coverage, Mr. 


said. The effect of this in Richmond 
would be to establish basic B.1. rates of 
$22 and $32 and P.D. rates of $13 to 


$18.50. 
Mr. Spottke conceded that these rates 
would be subs > but said they would 


leave Richmond drivers with lower rates 
than those obtaining in Baltimore, Bir- 
mingham, Ala., Nashville, Tenn., and a 


dozen other cities. 

C. F. Joyner, Jr., Virginia commis- 
sioner of motor vehicles, who appeared 
as an intervenor opposing the proposed 
rate increase, opened his testimoney by 
introducing statistics in an effort to 
show that the state’s automobile safety 
record is improving. A vigorous cross- 
examination was sparked by a 
read into the records by Commissioner 
Joyner that the companies are willing 
to seek rate increases on any provoca- 
tion but seldom ask for decreases in 
rates. In refutation of this charge, 
counsel for the companies cited records 
showing that they had requested five 
rate reductions since 1938 and only one 
rate increase prior to the current ap- 
plication. 

At the close of Commissioner Joyner’s 
testimony company counsel told the com- 


charge 


mission that it had contributed no in- 
formation of value in passing on the 
justincation tor rate advances, and 


moved that all of 
stricken from the record. This motion 
was taken under advisement. 

Figures were introduced at the 
ing by C. W. Harris, fire and casualty 
rate clerk for the Virginia Insurance 
Department showing that women make 
safer drivers in Virginia than their male 
counterparts. The figures were based on 
what he called a sampling survey of 
20,002 Virginia drivers. In respect to 
youthful drivers, his study showed that 
motorists under 25 caused 26.55% of all 
accidents last year in Virginia. 

If granted, the rate increases woutd 
be the second boost in Virginia in rates 
since the end of World War Il. Wit- 
nesses for the companies testified that 
due to rising costs of hospitalization and 
medical treatment, coupled with ad- 
vancing costs of automobile repairs, 
claim payments have run far above the 
ratio authorized by the Virginia com- 
mission in establishing rate schedules. 

The case, initially opened June 17, was 
recessed until July 21. 


the testimony be 


hear- 


MARYLAND’ RATE INCREASES 
Auto B. I. on Private Cars to Cost 15.3% 
More; P. D. Rates Up 29.3%; 
Leslie’s Comments 

The National Bureau of Casualty Un- 
derwriters announces a revision of auto- 
mobile liability insurance rates in Mary- 
land under which private passenger car 
rates are increased on the average 15.3% 
for B.I. and 29.3% for P.D. liability in- 
surance. For commercial cars P.D. rates 
are increased 30% with no change in the 
B.I. rates. In addition, a new classifica- 
tion of private passenger cars has been 
introduced to apply where non-business 
use cars are operated by persons under 
25 years of age. The rate for this class 
will be within 5% of the rate for busi- 
ness use operation. 

William Leslie, general manager of the 
bureau, said that the new rates are 
based on the most extensive data avail- 
able since the war. “Earlier post-war 
revisions,” he explained, “were made on 
a broad territorial basis because of the 
lack of detailed experience during and 
following the war. It wasn’t possible to 
measure localized trends in the accident 
hazard. 

“The rate adjustments now in process 
of introduction throughout the country 
are based upon a more detailed break- 
down of experience by areas and 
they will more properly realign rates in 
accordance with the latest available ex- 
perience.” 

Almost every factor that goes into 
ratemaking has shown a rise, Mr. Leslie 
pointed out. For example, hospital rates 
for 1947 were 70% above the 1941 level. 
Repair costs and court verdicts have 
risen steadily. Exposure to accidents as 
measured by the amount of travel has 
jumped sharply. Nationally, last year 
showed an increase of 9% in private 
passenger car registrations rer 1946. 
Gasoline consumption went up 7%. High- 
way deaths were lowered, but sauaane! 
injury and property damage increased 
at least 414%. 

“Rates are based on experience which 
is a combination of claim costs and ac- 
cident frequency,” Mr. Leslie said. “This 
experience is far from uniform through- 
out the country. Thus areas where the 
experience is unfavorable will have to 
pay their way. In those localities where 
the experience has improved, there will 
be a downward adjustment.” 

The private passenger car owner in 
Baltimore who uses his car for business 
and who previously paid $48 for basic 
limits B.I. and P.D. coverage will now 
pay $39. 


12.9% Auto Rate Jump in 
Minn. for Pleasure Cars 


Approval of a 12.9% increase in auto- 
mobile property damage rates for plea- 
sure cars in Minnesota and a 30% in- 
crease for commercial vehicles, was an- 
nounced July 21 by State Insurance 
Commissioner Armond W. Harris. 

Mr. Harris denied a request for a gen- 
eral increase in bodily injury rates, but 
established a new classification to ac- 
commodate drivers under 25 years of 
age. He explained that under the old 
rates, many companies have refused to 
issue policies to motor vehicle owners 


loss 


under 25 because of the high accident 
rate for that group. 
The lowest Minnesota rate is that 


given to pleasure cars driven less than 
7,500 miles a year by persons over 25 
years old. The next rate is to pleasure 
cars driven more than 7,500 miles a year 
and the third is for business vehicles. 
The new rate schedule provides for an 
additional classification for the 25-year- 
olds and younger which is about 5% 
lower than the business vehicle rate. 
TO ERECT NEW H. O. BUILDING 

The Allied Mutual Casualty of Des 
Moines has awarded contracts for con- 
struction of a $350,000 two-story build- 
ing in downtown Des Moines to be used 
as a home office building. The company 
is expected to occupy its new quarters by 
next spring. 


MUTUAL INSURANCE CO. 


Loncaster Po 


Delaware Wins Award in 
Car Driving Education 


PRESENTED BY C. & S. ASSN. 


Harvey Points to Participation of 19,006 
High Schools in 38 States; 
3,918 Courses 


Systematic instruction in safe driving 
for young people is necessary to future 
control of traffic accident, 
state officials were told July 22 by Julien 
H. Harvey, manager of the accident pre- 


department, Association of 


Delaware 


vention 
Casualty & Surety Companies. Speaking 
at a luncheon meeting, Mr. Harvey pre- 
Walter 
of Delaware's 


sented a bronze plaque to Gov. 
W. Bacon in 


progress and record in high school driver 


recognition 


education during the past school year. 

Better knowledge of the driver’s re- 
sponsibility to himself and to others will 
contribute materially to the solution of 
the traffic accident problem, Mr. Harvey 
said. He praised the people of Delaware 
for accepting this reasoning several 
years ago and taking initial steps in 
establishing driver education courses in 
secondary schools. <A nation-wide 
awakening to the benefits of the courses 
has been gathering momentum, he 
added. 

Individual States Recognized 

“Recognizing this upsurge of interest 
and with the thought that it would 
serve as further stimulus, the association 


at the beginning of the last academic 
year announced series of awards to 
state government for achievement in 


the development of high school driver 
education,” Mr. Harvey said. “It was our 
thought not to pit the activity in one 
state against another, but rather to 
recognize individual states for their 
achievements in this field.” 

During the first year of the award 
program, reports were received covering 
19,006 high schools in thirty-eight states. 
In those states, 3,918 driver trained 
courses were conducted this year, com- 
pared with 1,891 the year before. There 
were 238,030 students enrolled in the 
courses as against 83,821 the preceding 
year, 

“In Delaware we find that: all but 
two of your thirty-four schools had 
courses in classroom instruction and be- 
hind-the-wheel training, and that 959 of 
a possible 8,887 students had completed 
the course,” Mr. Harvey said. “While 
this did not meet the requirements for 
a minimum of 25% enrollment of all 
eligible students, because of the thor- 
oughness with which almost 1,000 
oa were given maximum instruc- 
tion, the board of judges felt that spe- 
cial recognition was due your state.” 

Mr. Harvey urged the state — 
to give classroom instruction in drive 
education to as many students as mie 
sible, even though behind-the-wheel 
training cannot be given to all. “We 
suggest this” he said, “because in the 
final analysis the fundamental knowl- 
edge gained in the classroom is ex- 
tremely essential and will be most help- 
ful in guiding future habits of the 
students.” 

The special 
Delaware is 
this year by 


award to the state of 

one of nine being given 
the association in recogni- 
tion of achievement in driver educa- 
tion, Other states to be honored are: 
superior award, North Dakota and Wis- 
consin; special award, Arizona; and 
meritorious award, Illinois, Massa- 
chusetts, New Jersey, Virginia and West 
Virginia. 
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To Cooperate With Insurance Interests; 
Will Coordinate All Safety Activi- 
ties of Trucking Industry 


The American Trucking Associations 
has formed a national committee on 
safety which will cooperate with insur- 
ence interests and which will coordinate 
the activities of the various state and 
national safety committees now function- 
ing in the trucking industry. 

Called the ATA National Committee 
on Street and Highway Safety, the new 
group will hold its first meeting August 
26-27 at the Hotel Sherman, Chicago. 

“The object of the two-day meeting 
will be to materialize specific plans and 
recommendations for the advancement 
of the trucking industry’s safety pro- 
gram, which can be taken into considera- 
tion at the ATA national convention in 


Washington, D. C., next October,” said 
Ed J. Buhner, president of ATA. 
President Buhner said that the ATA 


plans to organize subcommittees on a 
national level, and to study and recom- 
mend any necessary changes in ATA 
satety contests and awards. Fleet super- 
visor training courses, safety equipment 
and uniform highway markers and sig- 
nals are also among the topics to be dis- 
cussed by the group at the first meeting 
in Chicago, 


Littlejohn Branch Mgr. of 
Amer. Surety at Atlanta 


A. O. Davis, manager of the Atlanta 
branch office of the American Surety 
Group, has been named resident vice 
president, effective August 1. He will 
be succeeded as branch manager by 
R. H. Littlejohn, who has been assistant 
manager of the branch. 

Mr, Davis. has been associated with 
the American Surety Co. since 1910, 
while Mr. Littlejohn joined the company 
in 1928 at its home office. He was trans- 
ferred to Atlanta in 1931. 


Taylor Gets Houston Post 
With American-Associated 


Francis S. Taylor has joined the 
American-Associated Insurance Cos. at 
Houston as workmen's compensation un- 
derwriting supervisor. 


Mr. Taylor, who was formerly with 
the Texas Employers’ Insurance Asso- 
ciation, is a native of Kentucky and 


graduate of University of Louisville. He 
was chief compensation underwriter at 
Texas Employers’. 
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visual-Audio Method 
Of Training Studied 


' py MUT. BENEFIT H. & A. MGRS. 


Fourth Annual Meeting of Eastern 
Managers of The Companion Cos. 


Held at Murray Bay, Quebec 


One of the accomplishments of the re- 
ent annual meeting at Murray Bay, 
(uebec, of the Eastern Managers Asso- 
‘ation, composed of nineteen Mutual 
penefit H. & A. and United Benefit Life 
managers, Was to set up a committee to 
nvestigate training methods for A. & 
H. agents. Most favored is the visual- 
dio method which will be tested by 
the managers with the assistance of 
Mutual Benefit H. & A’s advertising 
wency—Ruthrauff & Ryan, Inc. 

In discussing A. & H. training meth- 
ds it was decided to get away from the 
ysual classroom type of instruction, and 
‘9 strive for a program of uniform train- 
ng which would serve equally both 
mall and large agencies. D. Stuart 
Walker, manager of The Companion 
‘ompanies’ agency in Philadelphia han- 
ling the eastern half of Pennsylvania, 
; chairman of the new training com- 
mittee, 

A new type of newspaper promotional 
ctivity was also discussed at the meet- 
ing of the Eastern Managers Associa- 
tion. Presented by H. C. Carden, home 
fice superintendent of agencies, with 
the aid of a representative of Ruthrauff 
& Ryan, Inc., this program will consist 
f full page daily newspaper advertising, 
featuring certain Mutual Benefit H. & 
A. policy contracts, which will appear 
inadvance of the arrival of selling crews 
n towns of 3,000 to 5,000 population 
where The Companion Companies’ fa- 
ities are not normally available. The 
dvertising will be designed to stimulate 
reader interest and awaken desire to 











Three-Day Program 
B. F. Helmbrecht, Buffalo manager, 
as general chairman of the 1948 meet- 
ng and called the opening session to 
der. On the program that day Arthur 
Holtzman of Rochester discussed “Ad- 
ertising”; Ray Sheehan of Newark cov- 
red “Public Relations,” and J. G. Brock 
{ Utica handled “Conservation.” 
On the second day J. C. O'Connor of 
Boston led off with a talk on “Group 
Insurance” followed by Rex Shannon of 
Springfield, Mass., who discussed “Mer- 
thandise,” and T. G. Shields who spoke 
n “Education.” 
D. C. Coverly of White Plains, N. Y., 
pened the third day’s session with his 
ews on “Management” following which 
harman Helmbrecht summed up the 
results of the conference. Howard 
rearce of Portland, Me., was elected 
hairman for the 1949 meeting. 
Social features of the three-day meet- 
ug included golf and putting tourna- 
ments for the managers and their wives; 
inidge for the ladies, swimming and 
ancing., Banquet toastmaster was D. 
Muart Walker. 
Home office guests included Mr. and 
Mrs. E. S, Adams, Mr. and Mrs. F. S. 
‘inch and Mr. and Mrs. H. C. Carden. 
This was the fourth annual meeting 
id it was voted a big success. 






HOSPITAL SAFETY GUIDE 

A revised edition of “Your Guide to 
‘alety as a Hospital Employe” one of 
‘series of pocket-size safety publica- 
‘ons, has been issued by the accident 
tevention department, Association of 
asualty & Surety Companies. It is a 
‘page booklet designed for the guid- 
gce of all types of employes of hos- 
jitals and clinics. 













A. & H. Sales Congress in 
Phila. To Be Held in Oct. 


Most ambitious project of the year for 
the Philadelphia Accident Health Asso- 
ciation will be to serve as host associa- 
tion this fall at a regional sales congress 
to which the members of five associa- 
tions will be invited to attend. Besides 
Philedelphia these include A. & H. locals 
at Newark, New York, Baltimore and 
Washington, D, C 

While the program plans are still in 
tentative shape, the date of Friday, Oc- 
tober 1, has been set for the congress 
by Clarence Carr, general agent, Colum- 
bian National Life in Philadelphia, gen- 
eral chairman. The Bellevue Stratford 
in downtown Philadelphia is the hotel 
favored. With the assistance of E. G. 
Black, Aetna Life, president of his asso- 
ciation, Chairman Carr is working this 
month on the speaking program. He has 
been assured of the cooperation of the 
National Association of Accident & 
Health Underwriters under whose aus- 
pices the regional gathering will be held, 
and D. Stuart Walker, second vice presi- 
dent of the National Association, is ac- 
tively interested. Mr. Walker is man- 
ager of Mutual Benefit H. & A. and 
United Benefit Life in Philadelphia. 

Travis T. Wallace, president, Great 
American Reserve, Dallas, is slated to 
be banquet speaker. Another headliner 
will be John B. Lambert, CLU, presi- 
dent of the Cleveland A. & H. Associa- 
tion, presently the largest in the country. 
Other speakers will be announced in the 
near future. 


Continental Pays Tribute 
To Late S. Z. Goodstein 


Well deserved tribute was paid to the 
late S. Z. Goodstein, a pioneer in the 
A. & H. production field, by Continental 
Casualty in the current edition of “Con- 
tinental News.” Mr. Goodstein who for 
years conducted at Philadelphia one of 
the country’s largest A. & H. general 
agencies, passed away recently in his 
seventy-fourth year after one of the 
longest careers of any field representa- 
tive of the company. Says the “News”: 

“Sam Goodstein was loved and admired 
by all for his unselfish service to the 
business and his devotion to the men 
who were his friends and associates. 

“Joining the Continental Casualty at 
the turn of the century as a field repre- 
sentative, Mr. Goodstein was assigned 
soon afterward to the important task of 
establishing the company’s accident and 
health department in Philadelphia. The 


scope of his achievements during the 
succeeding years is reflected in the fact 
that, at the time of his passing, the 


agency he created had become the larg- 
est A. & H. agency representing Con- 
tinental anywhere in America.” 


Mission Indemnity of L. A. 
Seeks Permit to Sell Stock 


Mission Indemnity Co. of Los Angeles, 
Sewall Brown, president, has made ap- 
plication to the Department of Insur- 
ance for a permit to sell 200,000 shares 
of capital stock, with a par value of $1 
at a price of $2 a share, to net the com- 
pany $400,000. 

The company, now being formed, plans 
to write automobile and liability lines 
only. Under its articles of incorporation 
it can act as a multiple line company 
under the new multiple line law. 


APPOINTED AT WINNIPEG 


Cox Insurance Agencies, Winnipeg, 
have named W. G. Herr as provincial 
manager. Mr. Herr formerly was asso- 
ciated with the General Accident Assur- 
ance Co. 


THE EASTERN 
41 Maiden Lane 





Wanted: Group A. 


A leading group-writing company 
years) seeks a man qualified to direct 
accident and health plans for the state of New Jersey. This is an 
excellent opportunity for a high caliber man. Salary open. Submit full 


details of your business background. 


Our staff knows of this advertisement. 


Address Box 1809 
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(in business more than fifty 


the design and sale of group 
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TO WRITE IN BRITISH COLUMBIA 


Canada H. & A. Expands Operations 
Under Earl Putnar:’s Leadership; 
Now in Five Provinces 
Canada Health & Accident Assurance 
Corp. of Wateroo, Ont., has expanded 
the 
territory of British Columbia, according 


its organization to cover western 
to Earl Putnam, president of the com- 
pany who has received a provincial li- 
cense to do business in British Columbia 


An 


Vancouver. 


office will soon be established in 


This makes a total of five 
the 
owned 


provinces 


in which company operates as a 


wholly and operated Canadian 
assurance corporation covering hospitali- 
zation, surgical, lifetime disability, health 
and accident. 

Chartered in 1945 by an act of the 
Dominion Parliament, Canada Health & 
Accident is said to be the first 
company to be approved in twenty-three 
years by a Royal assent. Agencies are 
already established in Ontario, Quebec, 
Manitoba and Alberta. 

An interesting feature of the 
pany’s expansion is its purely Canadian 
emphasis in directorate, management and 
service, with all investments being Ca- 
nadian, particularly Dominion of Canada 
Bonds. 


1 
such 


com- 


Leading Producers R.T. 
Now Has 372 Members 
The Leading Producers Round Table, 
an important unit of the National Asso- 
ciation of Accident & Health Under- 
writers, now has a total membership of 
372, an increase of 143 members during 
the past year. Seventy-seven producers 
have qualified for life membership by 


meeting membership requirements for 
five consecutive years. 
Conrad Eliason, Monarch Life agent 


in Minneapolis, who as 1947 chairman of 
the Leading Producers, reporting on its 
progress at the recent annual conven- 
ticn, pointed to an ever-increasing in- 
terest in its activities. Said Mr. Eliason: 
“Its members represent the most able 
ucderwriters in our business. The future 
welfare of the A. & H. business is in- 
creased in a direct ratio to the number 
of successful men and women under- 
writers who are properly selling and 
servicing the public. By so doing, our 
leading producers are certainly creating 
better public relations daily and are en- 
titled to every bit of public recognition 
which can be given to them.” 





TRIENNIAL EXAMS UNDER WAY 

Pacific Indemnity of Los Angeles is 
undergoing its regular convention trien- 
nial examination. In addition to exam- 
iners from the California Department, 
Washington and Texas departmental ex- 
aminers are participating. 


C. H. Juergens Agency 
Has Formal Opening 


AT NEW OFFICES—33 W. 42nd ST. 


One of Mutual Benefit H. & A.’s Largest 
Agencies Has Won President’s Cup 
Three Consecutive Years 


The Charles H. Juergens agency, one 
of the largest agencies of Mutual Bene- 
fit H. & A. United Life, 
held the formal opening of its new offi- 
ces July 28 at 33 West 42nd 
New York, with an attendance of 
tween 300 and 400. Hosts at 


between 3 p.m., 


and Benefit 
Street, 
he- 
the party, 
Manager 
Charles H. Juergens, Associate Manager 
Louis Juergens, Superintendent of Ag- 
ents Leo McManus and George Wright, 
agency Out-of-town 
included three well known Mutual Bene- 
fit H. & A. managers—D. Stuart Walker 
of Philadelphia, R. F. Sheehan of New- 
ark, and Richard Catlin of New 
Conn. 


and 5 were 


supervisor. guests 


Haven, 


In about two years’ time the Juergens 
doubled its A. & H 
life insurance production, and to take 
care of its rapidly expanding business 


agency has and 


the new uptown offices, attractively laid 
out, occupy double the space of the for- 
mer headquarters of the agency at 102 
Maiden Lane. In office personnel alone 
the agency has 150 employes which is in 
addition to some 250 salesmen. 
Indicative of the Juergens Agency's 
leadership it has won for three consecu- 
tive years the President’s cup, annually 
ie €€ 


Companion Companies at Omaha 


awarded by Criss, president, 
The 
This cup is awarded to the agency mak- 
ing the largest actual increase in pro- 
duction, and the Juergens agency is in 
the lead for its possession again in 1948 
Visitors on Wednesday could not fail 
to see the President’s cup as it is prom- 
inently displayed in a trophy case in the 
lobby of the new offices. 

For the year 
the agency is 46% ahead in A. & H. 
applications written. Its 1947 volume in 
these lines was nearly $4,000,000, and in 
the same year the paid-for life insurance 
amounted to $16,000,000 exclusive of an- 


first six month of this 


nuities. 
G. W. COX TO JACKSON, MISS. 
G. Wade Cox, Columbia, S. C., dis- 
trict auditor, American Mutual Licbility, 
has been appointed sales manager of the 
recently opened branch office in Jackson, 


Liss. 
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Auto Assigned Risk Plans Fill Real 
Need If They Are Properly Used 


Misuse of These Plans, a Growing Evil, Constitutes Threat to 
American Agency System; More Equitable Distribution 
of These Troublesome Risks Suggested 


By Wa Ter S. ATTRIDGE 
Boston General Agent 


futhor of the following article, active in the National Association of Insurance 


Agents, is chairman of the long haul trucking sub-committee of NAIA’s casualty com- 
mittee and as such he presented a report on the subject at the mid-year meeting in New 
York last spring. Mr. Attridge is also a member of the insurance committee of the 
American Trucking Association, and in this capacity he has been instrumental in estab- 
lising a better understanding in insurance circles of the ATA’s insurance problems. He 
urges in the article on this page that when a company receives a risk through assign- 
ment it should be encouraged to survey it carefully and then determine what steps are 
necessary to put it on an acceptable basis. One year should be ample time, he thinks, 
following which if a risk cannot be corrected, state licensing officials should, in the 
interest of public safety, refuse to tssue a license. 


Assigned risk bureaus, properly used, 
fill an important place in the insurance 
business, They serve as a medium for 
the placing of questionable or borderline 
although unable to secure 


risks, which 


necessary insurance through normal 
channels, are probably entitled to be in- 
sured. You will note that I have quali- 
fed that statement by saying “properly 
used” and that qualification is the crux 
of the criticism of assigned risk bureaus 
as we know them today. They are not 
being “properly used”; rather they are 
being abused. 

The continued abuse of assigned risk 
plans is a major threat to the American 
Agency System. Some assigned risks 
are written free of commission but the 
majority of accounts do carry a reduced 
commission. This reduction of commis- 
sion requires the producer to carry these 
accounts at a loss or else he must neg- 
lect to provide the service such accounts 
require. Generally, sub-standard ac- 
counts require a greater amount, and a 
higher caliber, of attention from the 
agent than does the usual run-of-the- 
mill type of risk. 

Whenever a producer’s commission is 
reduced to a point that he must reduce 
his quality of service, the insuring pub- 
lic suffers. It is the insurance agent 
who serves as mediator between the in- 
surance company and the policyholder 
and it is he who protects his customer’s 
interests by securing insurance in proper 
form and assists him in collecting his 
just claims under his policies. Accord- 
ingly, any act which is harmful to the 
American Agency System is equally 
damaging to the public benefit. 

The Wrong Type of Thinking 

Unfortunately, there are pro- 
ducers who freely used assigned risk 
bureaus to place this business at a re- 
duced commission on the reasoning that 
“half a loaf is better than none.” This 
type of thinking is confined to those who 
are determined to make a profit on such 
accounts even though it means neglect- 
ing to provide the account with proper 
attention. They prefer to place their 
business the “easiest way” in preference 
to the proper way. The damage from 
the shortcomings of this type of pro- 
ducer reflects itself on the entire insur- 
ance business. 

When the automobile was in its in- 
fancy, ownership was largely restricted 
to the well-to-do persons: There was a 
certain amount of resentment—an an- 
tagonism on the part of some people 
against the “horseless carriage.” There 
was then, even as now, people who were 
opposed to change—people who then 
scoffed at the suggestion that the auto- 
mobile would in time replace the horse 
and carriage as a medium of transporta- 
tion. 

Even in those early days of the auto- 
mobile, accidents were happening on our 


some 


roadways. Property was being damaged, 
people were being injured, people were 
being crippled—yes, and some were being 
killed. Law suits were being instituted, 
judgments were being rendered and for 
liberal amounts; juries were being preju- 
diced against the automobile owner. This 
condition, aided and abetted by the many 
who follow capitalistic principles when 
they sell but practice socialistic tenden- 
cies when they buy, stemmed from the 
“soak-the-rich” policies that have been 
slowly turning us away from the capital- 
istic system that made this country the 
great country it is. 

Since automobile ownership in the 
early days was limited to the “well-to- 
do,” there was relatively little difficulty 
in securing collection of judgments then 
rendered. But as the automobile began 
to take its place in our economy, and 
came to be regarded as a_ necessity 
rather than a luxury, automobile owner- 
ship began to grow among people in 
average financial circumstances. This 
movement was given added impetus 
through the establishment of time sales 
plans which made it easier for people 
of limited means to become owners of 
automobiles. 

As the ownership of automobiles 
among persons of limited means became 
widespread, holders of judgments for 
damages arising out of automobile acci- 
dents found that it was becoming in- 
creasingly difficult to secure satisfaction 
of these judgments. As a result, there 
arose a public demand for a system 
which would require automobile owners 
to maintain a financial responsibility of 
sufficient strength as to satisfy a judg- 
ment rendered against them by our 
courts in favor of a person injured due 
to the negligent operation of the auto- 
mobile. Many states adopted financial 
responsibility laws and Massachusetts 
even went so far as to adopt a compul- 
sory automobile liability insurance law. 

A New Responsibility 

The adoption of these financial re- 
sponsibility laws placed a new respon- 
sibility on the insurance business. AI- 
though the laws required automobile 
owners to purchase insurance, the laws 
did not make any provision whereby the 
automobile owner could purchase that 
insurance, so that the problem of pro- 
viding that insurance was left with the 
private insurance companies. It is true 
that our insurance companies as private 
business institutions should not be re- 
quired to place their funds as security 
for people who were improper automo- 
bile operators, It was also recognized 
that since the state authorities had 
granted licenses for the operation of 
these automobiles, they had in effect 
certified such people to be proper oper- 
ators within the laws of the state. But 
since insurance underwriters from time 
to time found themselves in disagree- 
ment with state licensing officials, 
assigned risk bureaus serve a useful pur- 
pose in properly distributing these ques- 
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tionable risks among all insurance com- 
panies writing automobile insurance. 
Inequity in Assigned Risk Plans 

Recently we have been experiencing 
tight underwriting market conditions in 
general. Automobile insurance has been 
particularly troublesome. Some com- 
panies have severely restricted their ca- 
pacity for automobile liability insurance 
and this has had the effect of driving 
more and more business into assigned 
risk bureaus. The unfortunate and unfair 
result of all this is that in the distribu- 
tion of these assigned risks, most plans 
call for the company which writes the 
largest share of business through normal 
channels to take the largest share of 
assigned risks. 

Now on the surface this appears to be 
an equitable arrangement, but when we 
start digging under the surface in the 
light of present day underwriting ca- 
pacity, we find it is exactly the opposite 
of being equitable. This is because the 
company which is trying its utmost to 
discharge its responsibility in furnishing 
underwriting capacity for the insurance 
needs of the American public and is 
extending its resources to the utmost 
to do so, is being required to further 
extend itself by taking a substantial 
amount of the assigned risks. On the 
other hand, the company which is shirk- 
ing its responsibility to the insurance 
buying public and is not making a fair 
share of its underwriting capacity avail- 
able to the public, is being required to 
accept but a very small share of the 
assigned risks. 

Admittedly many of the risks clearing 
through assigned risk bureaus are sub- 
standard. In fact, permitting some of 
these risks to use our public highways 
constitutes a serious threat to the safety 
and security of the public. It is prac- 
ticing highway safety in reverse. Little 
or no inducement is offered to the in- 
surance companies to remove these risks 
from assigned risk classification and re- 
turn them to normal channels. Accord- 
ingly no attempt is made to improve 
these risks so as to make them eligible 
for the purchase of insurance through 
normal channels. Further and what is of 
greatest importance, there is no incentive 
provided to deny insurance to those peo- 
ple who constitute a serious hazard on 
our highways and who refuse to comply 
with the simple rules of safe driving. 

As a matter of interest, one of our 
states provides in its assigned risk plan 
for workmen’s compensation insurance 
that any insurer which provides insur- 
ance through normal channels as a re- 
newal of a policy previously assigned 
shali pay into the assigned risk pool an 
amount equal to any excess of losses 
incurred over the premiums collected on 
account of such policy during the entire 
period of insurance under assignment. 
Any company, knowing how easy it is to 
reopen a workmen’s compensation case, 
should be exceedingly wary of accepting 


ae 
through normal channels any compens, 
tion account which had been previous), 
assigned because of that statutory Pro. 
vision, 

Tighter Licensing Requirements Needed 


One of the prominent automobile yp. 
derwriters of this country has Correctly 
said that many automobile owners ay 
being permitted to hold operators’ j. 
censes simply because they have Secured 
automobile insurance and not becaus 
they are safe drivers. It was never jp. 
tended that automobile underwrite, 
should have the responsibility of decid. 
ing who should and who should not 
permitted to operate an automobile oy 
our highways, but many of the financia| 
responsibility laws have been appliej 
with that result. It is time that our auto. 
mobile licensing officials realized that jj 
is their responsibility to restrict the us 
of our highways to proper operators, |; 
would also be well for those in publi 
lite and especially those who interfere 
with our administration and enforcemen; 
authority, if they would recognize tha 
high insurance costs are the result ¢j 
high accident costs and that every time 
they intercede and exert influence in by. 
half of an improper person, they ar 
not only contributing to higher insyr. 
ance costs, but more important, they ar 
placing innocent people in jeopardy, 

We must recognize that to drive ap 
automobile on our highways is a privi- 
lege which should be granted only t 
those who are willing to cherish it by 
observing the simple rules of the road 
which are established in the interest oj 
highway safety. No one has a God-given 
right to drive an automobile. Assigned 
risk plans were not adopted for the pur- 
pose of enabling habitual law-breakers t 
remain on the road. 

Obligations of Our Industry 

The insurance business has taken a 
increasingly important place in_ the 
American economy. For the most par, 
the insurance requirements have been 
met by the agency stock companies. Our 
business, however, has an especial obli- 
gation to provide the insurance whic! 
the public is required to buy throug! 
statutory rule or authority. The insur 
ance industry should, therefore, throug! 
self-regulation provide that insurance 
and especially as respects the trouble- 
some classes, There should likewise be 
a distribution of such business among al 
companies on an equitable basis whic! 
will lend encouragement to a movement 
to protect and improve that classification 

This can best be accomplished by ac: 
cepting this business through norma 
agency channels with the self-imposed 
establishment of quotas for each con- 
pany and with the provision that eac! 
company shall be expected to fulfill its 
quota through normal channels and t 
1eceive risks through assigned risk bur- 
caus only if there is unfilled capacity 
left after accepting the business through 
normal channels. Such a_ program 
should lead to more careful underwriting 
of the business, less reliance on assigned 
risk pools, and a more active cooperation 
betwecn company, agent and assured, 

Further, a company receiving a risk 
through assignment should be encour 
aged to survey it carefully and to de- 
termine exactly the steps which are ne- 
cessary in order to place the risk on an 
acceptable basis. One year should be 
ample time to determine whether a risk 
can be corrected to the point that it can 
be accepted through normal agency 
channels, and if a company determines 
that a risk cannot be so corrected, state 
licensing officials should, in the interest 
of public safety, refuse to issue any |: 
cense which would permit the operation 
of that risk on our highways. 

A company failing to convince state 
licensing officials that a risk is not fil 
to operate on our highways should be 
required to renew that risk through nor- 
mal channels at standard rates and under 
standard provisions. Such a plan woul 
not only goa long way to terminate the 
abuse of assigned risk plans as presently 
conducted, but would at the same time 
serve as a substantial contribution to the 
promotion of safety on the highways 0 
our nation. 
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National C. & S. Agents Ass’n in 
Brochure Raises Agency Standards 


The National Association of Casualty 
& Surety Agents has prepared an im- 
pressive brochure called “Insurance— 
Keystone of American Business” in 
which is set forth the standards which 
members of the organization have 
adopted for themselves, and which gov- 
ern the service they are qualified and 
In the judgment of 
administrative 
“this is the 


equipped to render. 
Elmer Warren Sawyer, 
director of the association, 
first time any nationz il producers’ asso- 
ciation has undertaken an effort of this 
kind.” and he recommends that the bro- 
chure be brought to the attention of 
clients and prospective clients and mem- 
bers of the association. 

American 
impress the 
phenomenal 


Keystone of 
Business” is intended to 

insuring public with the 

growth in the volume of insurance and 
its importance in the nation il economy 
during the past fifty years. At the same 
time, it is designed to promote recogni- 
tion by the public of well equipped 
agency oikenk: to promote interest 
among non-member agencies in the 
value of membership in the National As 
sociation of Casualty & Surety Agents, 
and to elevate standards of agency serv- 


“Tnsurance 


ice 
Aims of the Association 


The last named point is well handled 
in the section of the brochure entitled 
“What Should Be Expected of an In- 
surance Agent?” The aims of the Na- 
tional C. & S. Association, it is empha- 
sized. are to establish and maintain high 
standards of service to the insurance- 
buying public and to be vigilant and take 
active leadership “in protection of public 
interest with which, our courts have fre- 
quently held, insurance is affected.” It is 
also stressed: 

“Whether members are directly in 
contact with the public or are responsi- 
ble as general agents for supervision of 
other agents (and the association mem- 
bership is sear anep of both types), they 
are convinced that the public is entitled 
to expect from an agent that high de- 
gree of i integrity, knowledge, 
and skill it has become accustomed to 
expect from representatives of the pro- 
fessions of law and medicine. Upon the 
soundness of judgment exercised, a de- 
cision made, or advice given by an agent 
and relied upon by the public frequently 
depends the financial future of a busi- 
ness or the security of a family. 

“The members of this association have 
set up as standards governing the serv- 
ice they are qualified and equipped to 
render, and as a measure of service the 
public is entitled to expect, the following 
qualifications and performance.” 

Qualifications 
and with all 
insurance, 


1. Knowledge of, experience 
types kinds of 
miliarity with (a) provisions of all policy forms, 
courts of the several 
(b) all underwrit- 


and including fa- 


their meaning, and how 


states have interpreted them, 


ing rules and practices applicable thereto, and 
(c) the market for each type and kind. 
2. Knowledge and experience with all kinds 


of business sufficient to assure (a) skillful an- 
alysis of existing loss hazards, and (b) proper 
interpretation of financial statements. 

3. Familiarity with (a) legal principles un 
derlying hazards and losses, Federal and state 
taxes and probate procedures, (b) claims han- 
dling, (c) new legislation affecting hazards and 
losses, and (d) changes in rules 
and practices. 

4, Enjoyment of the confidence of insurers 


underwriting 


and their representatives, and relationships with 


insurers that will produce coverage of special 
loss hazards. 
5. An active interest in (a) loss prevention 


and (b) protecting public interest. 
Performance 

a? 

kept 

and an insurance program, 
kept abreast of changes in coverage. 


comprehensive survey of loss hazards, 


abreast of changes in business operations, 


integrated similarly 


2. Competent advice relative to insurance 
problems. 
3. Prompt and effective with 


sible insurers and adequate coverage of special 


liaison respon- 
risks and excess lines. 

4. Effective 
and in the equitable adjustment thereof. 

5. Vigilant interest in pre- 
vention and in all matters that affect public in- 
insurance, 


aid in proving claims for losses 


and active loss 


terest in 
U. S. Supreme Court Decision 

Appropriate mention is also made in 
the brochure to the widely discussed 
“insurance is commerce” decision of the 
United States Supreme Court. The au- 
thor of the brochure declares that the 
results of this decision—its effect upon 
regulation by the states and the applica- 
tion of Federal anti-trust laws to the 
insurance business—“have for the past 
three years and will for many years to 
come be a dominant factor in regulation 
of the insurance business.” 

The author further maintains that “the 
public has the right to expect that its 
interests in the regulatory system of 
the future, whether it be Federal, state, 
or dual regulation, will be fully pro- 
tected by insurance agents who repre- 
sent them.” 

To this end members of the National 
Association of Casualty & Surety 
Agents are dedicated to protect public 
interests and “its program for the fu- 
ture contemplates that every proposed 
action shall be weighed and tested with 
the challenge: ‘Is it in the public’s in- 
terest ?’ 


RAY MURPHY, JR. JOINS AGENCY 
Son of C. & S. hate Executive Now 
With Max L. Holmes at Des Moines; 
Started With F. & C. 


Ray Murphy, Jr.. who was a football 
star at the University of Iowa like his 
father before him and who selected in- 
surance as his career following gradua- 
tion, has joinned the Max L. Holmes 
general insurance agency at Des Moines. 

Young Mr. Murphy’s first connection 
was with the home office of the Fidelity 
& Casualty following which he was 
transferred to field service at Syracuse. 
During World War II he spent four 
years in U. S. Navy service. 

Mr. Murphy’s father is general coun- 
sel of the Association of Casualty & 
Surety Cos. and one-time Insurance 
Commissioner of Iowa. 


Federation Counsel 
(Continued from Page 25) 


Louisiana Insurance Department, on the 
subject, “New Legislation in Louisiana.” 
He will be followed by Dr. Alfred P. 
Haake, economist, whose topic is “Your 
House Is on Fire.” Closing speaker will 
be Charles A. Rooney, Corporation 
Counsel of Jersey City, N. J., who has 
selected the subject, “The Elastic Re- 
sponsibility of the Statutory Insurer.” 
Guest speaker on the closing day will 


D. D. JENNE VISITS EAST 


His “Cesta” Now Used by 50 
Cos. and Many Agents; Features 
of New Edition 
Donald D. Jenne of Minneapolis, own- 
er of “Suretymaster of America” and 
well-known fidelity-surety personality in 
the mid-west, made a short visit to New 


York and other eastern cities recently 
in the interests of his new “Surety- 
master,” to which project he is now de- 


voting his entire time. 

More than fifty surety companies and 
a large list of agents, are now sub- 
scribers to the “Suretymaster” which, 
in its improved and simplified form, 
makes available almost instantly the 
essential facts of hundreds of fidelity 
and surety bonds, both for production 
and underwriting purposes. 

Mr. Jenne says that present results 
were obtained with the “Suretymaster” 
by combining simple thumb- indexes with 
many separate units of condensed text, 
and supplementing the information in 
the text units with a so-called master- 
key. This key, it is explained, fills in 
mechanical details about each bond and 
supplies additional underwriting informa- 
tion. The effect is thus to make the 
book of practical value in everyday situ- 
ations by giving specific advice for hand- 
ling practically any bond case which can 
come up, and then expanding the infor- 
mation almost to encyclopedic propor- 
tions by reference to the master-key, as 
desired. 


Says Mr. Jenne: “By dividing the 
subject matter of the text into these 
small units, summarizing the essentitl 


facts, and confining many details to the 
master-key, a vast amount of informa- 
tion is avi tilable without destroying the 
quick-reference value of the book, as 
would be the case if this information 
were included in the text in the usual 
unsegregated manner. The master-key 
is printed on varnished cardboard and 
mounted on its own binder, swinging in 
































DONALD D. JENNE 
































over left-hand pages. It acts at se 
same time as a bookmark. A loose-r 
upkeep service keeps the book and } 
various analyses of bonds, charts x 
special treatises up to date. The Towr 
Surety Association manual page num 
applicable appears beside each unit. 

For many years, it has been 
Jenne’s hobby to collect surety infom 
tion and the views of speciaists in} 





field. This has been reduced to a conf 
prehensive survey of the subject, the x 
sults of Mr. Jenne’s twenty-seven yea 


of study of the business as a fieldm 
underwriter and home office departmer 
head. It is believed that the “Sure 
master” fills a long-felt need by makix} 
this difficult subject easy of compreher 
sion to the beginner, and by furnishing 
a fund of factual information for ther 
freshment or use of the experienc¢ 
underwriter. 
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isn’t all 


125,000 


New Hamp-Sheer Silliness: It 
loafing up here Not with 


words to turn out for Prentice-Hall, Inc., 
by Labor Day, and limiting our work- 
ing hours to mornings only. And 


panic struck last week when the space 
bar on our portable broke. Inquiry 
of natives disclosed the fact that the 
nearest repair man was 75 miles away. 
.. The Chamber of Commerce did some 
telephoning for us and uncovered one in 
3erlin, N. H., only 36 miles away. 

We telephoned him and he was _ nice 
enough to drive over to pick up the 
machine and said he would ’phone Port- 


land, Maine, where he though he could 
pick up a needed part. . . . So, thank 
you Carlton V. Poley, for enabling us 


to keep on working on the coming book. 
: And speaking of that opus (as 
who will soon not be?) Prentiss-Hall, 
Inc., will be happy to know we have 
reached a point where, after producing 
three chapters (30,000 words) we are 
now enthusing about the stuff—some of 
which has never been attempted before 
—and we are practically ready to take 
orders even before the page proofs are 
ready. Send your orders in now, 
boys, no charge for storage. : 

They tell us that one of the country 
papers nearby running a Question-and- 





be Frederick L. Spear, former judge of 
the Nebraska Sixth Judicial District, 
now of the law firm of Spear & Lamme 
of Fremont, Neb. His subject is “Mod- 
ern Applications of Lord Campbell’s 
Act.” 

Officers chairmen of 
the association are Julian Humphrey, 
president; John A. Millener, secretary; 

B. Robison, program committee chair- 
man, and Samuel M. Hollander, pub- 
licity committee chairman. 


and convention 


Answer column up here, was asked “C 
the Captain of a sea-going oa 
marry you?” and the answer was, “Ye 
if he is not married already.” ... 
A letter from Kermit F. (Prudential! 
Downtown Agency) Dow almost exploi 
ed in our Post Office box yesterda 
When we opened the letter and read hie 
closing paragraph, we understood wh 
. Kerm said: “A fellow in town askele 
a friend ‘Are you going to summer 
the country?’ and the friend replied 
‘No, I’m going to simmer in the city,’ 
which was a bit too corney even {¢ 
North Corn-way. ; 
We had a letter from Sylvester ! 
(broker) Walker in which he said if wt 
would send him a blotter, he wot! 
send us a joke. .. . Not one who norma! 
ly falls for bribery even in its most sub 
tle form, we promptly seni him a blottet 
Will advise readers of develop 
ments. . 
A postal card signed “Insurance Brok 
er” was mailed to us from Patersot 
N. J., and reads: “Radio serials are lik 
making soup—you put a lot of stuf 
together and get the ingredients int 
hot water.” ; : 
Not all the mail received up here # 
completely silly, for here’s one from 
Charles H. (former top insurance et 
ecutive and now very, very Wall Street 
Holland reading “A telephone pole nev: 
er strikes an automobile except in sel! 
defense.” ; 
We like the story concerning tlt 
novelist, W. Somerset Maugham, wit 
was asked if and when he intended t 
retire. He said: “When I was 20, | 
made up my mind to quit at 50, ant 
have a good time; when I was 50, I de 
cided to keep at it until T was 70; an 
when I reached 70, I realized how righ! 
I was when | was 20.” 


—MERVIN L. LANE 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 
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THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


ORGANIZED 1853 


NATIONAL—BEN FRANKLIN FIRE INSURANCE COMPANY of Pittsburgh, Pa. 


ORGANIZED 1866 
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THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
ORGANIZED 1870 
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MILWAUKEE MECHANICS’ INSURANCE COMPANY 


ORGANIZED 1852 


ROYAL PLATE GLASS AND GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 


COMMERCIAL CASUALTY INSURANCE COMPANY 


ORGANIZED 1909 


PITTSBURGH UNDERWRITERS - KEYSTONE UNDERWRITERS 


YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Western Department: 120 South La Salle Street, Chicago 3, Ill. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 


Foreign Departments: 111 John Street, New York 7, New York 
206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 


535 Homer Street, Vancouver, B. C. 


























“Here Conqueror and Conquered 
Live A gain” 


pee grandees... Franciscan friars 


... Indian warriors ...frontiersmen... 
soldiers of many nations have passed in 
history’s long pageant through the portals 
of the Palace of the Governors in La Villa 
Real de la Santa Fe. The massive adobe 
walls have witnessed scenes of bloodshed 
and terror no less than ceremonies of regal 
pomp and splendor. 

The palace was built in 1610, the year 
Santa Fe was founded, and served as the 
governor’s residence and headquarters. In 
the early days of Spanish rule Indians were 
tried there on charges of witchcraft and 
rebellion. Here four Indians found guilty of 
murdering missionaries were hanged and 
their alleged accomplices were whipped 
and sold into slavery. In 1680, provoked by 
these and similar acts, an Indian uprising 
forced one thousand of the townspeople to 


The Rito de los Frijoles Room 


seek refuge in the palace where 
they withstood several days’ 
siege. Then the Indians cut off 
the water supply, the livestock 
in the patio began to die and 
the Spaniards’ suffering became 
almost unbearable. Though the 
governor was able to rout the 
Indians temporarily 
by a surprise attack, 
he was compelled to 
abandon the province 
and fortwelve years the 
Indians held sway until 
New Mexico was re- 
conquered by General 
Diego de Vargas. 
During the Spanish rule, rebellious 
Indians and others were imprisoned in the 
palace dungeon, including a number of 


Lewis Wallace 


Americans charged with enter- 
ing the province for unlawful 
purposes. Among the latter were 
David Meriwether, later terri- 
torial governor of New Mexico, 
and Major Zebulon M. Pike. 
After being occupied for more 
than two centuries by the Span- 
ish and Mexicans, in 1846 the 
palace again changed owners 
when General Stephen Watts 
Kearny conquered New Mexico 


The Ecclesiastical Room, showing many early church furnishings 


without firing a shot. During the American 
territorial period which followed, one of 
the most noted governors was General 
Lewis Wallace who wrote part of Ben Hur 
while a resident of the palace. 

Now occupied by the School of Ameri- 
can Research, Museum of New Mexico 
and Historical Society of New Mexico, this 
oldest government building in the United 
States continues to stand as a monument 
to the colorful history of the Southwest 
and a shrine of the several cultures, races 
and flags which have known it. 


* * * 
The Home, through its agents and 
brokers, is America’s leading insurance 


protector of American Homes and the 
Homes of American Industry. 


* THE HOME * 
Srsrance Company 


NEW YORK 
FIRE * AUTOMOBILE © MARINE INSURANCE 











